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AMERICAN 


STEEL CLAD 
FLATIRON 


“No Room for Improvement”’ 


The American ‘‘Steel Clad” Electric Flatiron was better a year 
ago than any other iron you can buy today. 


The American ‘ Steel Clad” is not an experiment. 
It gives constant, continuous satisfaction. When it’s 
sold, it stays sold, and remains in service indefinitely. 
You're looking for goods that are easily sold; that 
stay in order; that the consumer uses whenever 
possible and is proud of. 


Why not sell goods that will be a continuous source 
of revenue after the sale? That means more than 
a little profit on the sale. 


WE HAVE A CATALOG FOR YOU — FREE 





American Electrical Heater Company 


DETROIT, MICHIGAN 
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You Are Paid for Results—Not Work 


Mr. Central Station Power Salesman: Do you 
not realize that one signed contract outweighs 
a thousand “‘prospects’’; that one power instal- 
lation on circuit is bigger in the eyes of your 
boss than a hundred prospects hanging fire? 


UT your energies into getting results—contracts. That is what you are 
paid for. Do not waste your time in planning motor-drive installations, 


writing propositions, searching for data, making difficult caluculations, when 
you can 


“Put it Up to Crocker-Wheeler” 

Let us solve your engineering problem—FREE. 

We have in our files the accumulated experience of 21 years of practical 
work in motor designing and motor installing. We can tell you, off-hand, the 
exact power required, also the speed, starting torque and load factor of any 
machine or group of machines in almost any industry. In our organization 
are 62 motor-drive experts ready to co-operate with Central Station Power 
Salesmen—to handle Central Station problems. We offer you their services 
FREE—all we ask in return is that you consider ©=W motors in the instal- 
lation. 


Crocker-Wheeler Company 


Ampere, New Jersey 








In writing to advertisers, mention “Selling Electricity.” 
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Do You Ever Want to Know 


The size of a billboard poster? 

The size of a street car card? 

What Poultry, Farm and other 
papers are published in a given state 
or locality? 

How to correct proof so the printer 
will understand? 

The number of words in a square 
inch of type? 

What 10-point type—or any other 
point—means? 

How advertising space is meas- 
ured—in newspapers or magazines? 

The width of a column—in news- 
papers, magazines, mail order 
papers? 

What kinds of type you want to 


How population is distributed by 
states? 

The average wages of a given class 
of people? 

Number of Dealers in 
lines, by states? 

A date—for this year or next? 

The cost of advertising 
publication? 

Or on billboards? 

Or street cars? 

Lists of Publications—daily, week- 
ly, monthly—papers, magazines, 
religious, agricultural, mail-order, 
etc.—rates—dates of closing adver- 


various 


in any 


use? tising forms—width of column—etc. 


Ghe MAHIN 
Advertising 
Data Book: 


TELLS all the above and many other things—and you can have it w2/h you, a// the time, in 
your vest pocket—to consult to your profit at odd moments. It is a beautiful little volume of 
556 pages on India paper, gilt edged, bound in red morocco, flexible covers, gold stamped. 


The Mahin Advertising Data Book is worth more than the price—but in addition, you will 
receive: 


Five Addresses by John Lee Mahin| 


Advertising the Highest Form of Commercial Achievement—delivered before the University _ 
of Michigan. 

The Basis of Advertising—delivered before the Pacific Coast Advertising 
Association. 

The Commercial Value of Advertising—delivered before the College of Commerce 
and Administration of the University of Chicago. 

The Purchaser's State of Mind—An Essential of Value—delivered before the 
University of Illinois. MAHIN 

Who Pays tor the Advertising?—delivered before the 


Advertising Association. °° ADVERTISING 
And a Sample Copy of THE MAHIN MESSENGER <= — COMPANY 


S . 

If, after ten days you would like to keep all of the above and — American tnt setae 
be put upon our list to get The Mahin Messenger eleven more 
times, then just send us $2.00 and the literature is all your 
own. If you do not want the Data Book, the lectures 
and the Messenger, return them and you owe us 
nothing. Wereservethe right to withdraw this offer. 


MAHIN ADVERTISING COMPANY 
823;American Trust Building, Chicago 


S.C. DOBBS, Sales Manager, the Cocoa Cola ..” 
Company, Atlanta, Ga., says: ‘‘I could not .° Name 
properly run the advertising end of this business . 
without The Mahin Advertising Data Book.’’ ..” 


Men’s . . 
International 


Oo, 
& ©"Gentlemen: — Please send me on 
ten days’ free trial- 


LR The Mahin Advertising 
me Data Book. 
-2—The Mahin 

Lectures. 


“If after 10 days I would like to keep the same, I willsend 
you two dciiars, and you are to send me The Mahin Mes- 
senger for 1908 without further cost or action on my part. 


University 
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WE ARE GOING 
TO MOVE 


The General Offices of the Holophane 
Company will be moved on May 15th to 
Newark, O., where the factory that makes 


HOLOPHANE GLASS 


is located. This will mean quicker ship- 
ments and better service to our customers 
after we are settled and our organization 
is completed. Remember the date, 


MAY 15th 


Thereafter all mail should be addressed 


HOLOPHANE COMPANY 


NEWARK, OHIO 


New York Boston Chicago San Francisco 
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ON'T take up a new idea 
because it's new nor stick 

to an old idea because it’s old. 
All good ideas were new once-- 


and a great many have outlived 


their usefulness. 
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‘* Something Just as Good ”’ 






ENTRAL station men have heard a great deal about “professional 
ethics.” Since the first new business department was organized the 
commercial men have been hampered (so they often believed) and re- 
strained by the engineers and financiers whose code frowned upon certain 
of their business getting schemes. They have been unable to solicit and 

advertise as they desired, and the reason against their policies has always 
been but a vague assertion that the proposed schemes were “undignified” or 

“unprofessional.” This has led to friction but upon the whole it has been a 
beneficent restraint. It has taught us to make haste slowly, and with due and 
careful regard for other things than our own immediate gain and success. 
It has taught us conservatism, prepared us for bigger responsibilities. 

And now the time has come when the central station commercial men, 
themselves, need a strict code of business ethics, not alone to guide their ii 
own policies in selling current but to neutralize unwise and unfair practices | yh 
upon the part of those who manufacture and distribute appliances which in 
utilize that current, to promote healthy growth of the industry, to curb fren- 
zied exploitation, to encourage honest initiative and to stamp out business 
piracy. 

The commercial men in the central station have the power to regulate. 
It is time they recognized and used that power. Their encouragement and 
co-operation can up-build any worthy manufacturer’s enterprise; their an- 
tagonism can practically destroy any which is unworthy. By throwing 
their weight towards or against any individual, group or system, they can 
exercise a wise control profitable to their individual companies and of 
benefit to the industry as a whole. 

Among the first practices which the central stations should encourage 
is national advertising upon the part of manufacturers. This can be done 
by each new business man co-operating locally to make such national adver- 
tising effective. The men who advertise in the general magazines are doing 
a great educational work for the central stations because three-quarters of 
the people who read these advertisements are non-users of or at best small i 
consumers of electricity. Such advertisers deserve and should have hearty, { | 
broad-guaged co-operation. i] 
Another practice, and one which the central station commerical man 
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should eradicate, is the “substitution evil”—a species of dishonesty which 
closely follows and is directly dependent upon publicity. 

We all know how the substitution evil works:—A consumer sees the 
advertisement of a certain article and is convinced that he wants it. He calls 
upon a retailer who, not having it, persuades him to buy “something just as 
good.” Perhaps the substitute IS just as good: perhaps it is even better. 
The point is not the comparative quality of the article asked for and that 
offered in substitution, but the unfairness of substituting at all. 

Let us look at the facts: 

Substitution discourages advertising. The manufacturer who, after 
spending money to induce the user to ask for his goods, finds that sales are 
being diverted by substitution and that the publicity that he is paying for 
not only helps his honest competitors but attracts imitators whose only pur- 
pose is to trade upon his name, will conclude that advertising is a gamble 
too risky for him. 

Substitution encourages price cutting. The first argument of the weak 
retailer is lower price. When an advertised article is called for and the sub- 
stitor offers “something just as good,” it is generally offered at a lower 
price. When price competition and price-cutting begin, there is no telling 
where it will end as the drug trade amply proves. 

Substitution breeds unscrupulous competition. No matter what the 
advertised article may be, as soon as it is in demand it is imitated. In the 
electrical trades imitations are particularly dangerous because only exact 
techincal knowledge enables one to detect the inferiority of the spurious 
article. Numerous examples of such imitating will suggest themselves to 
the reader for the ubiquitious warning “ Beware of Imitations” is amply 
justified. 

Substitution is unfair to the public. A man is entitled to get what he 
pays for, and the substitution of an inferior article is plainly dishonest. 

Substitution injures the man who practices it. If a customer asks for 
an American Steel-Clad flatiron and the central station or supply dealer tries 
to sell him “something just as good” that dealer is lowering himself in the 
eyes of his customer. When a druggist trys to palm off some of his own 
dope in place of the well-known advertised article you ask for, you put the 
druggist down as a species of grafter. The same thing applies in the case 
of an electric flatiron or massage motor. 

As to why the central station commercial man should make it his. busi- 
ness to uphold progressive manufacturers and stamp out the substitution 
evil, it is only necessary to say that we are all held responsible by the public 
for the satisfactory performance of every current-consuming device. 

If a man’s warming-pad is not working right when he goes to bed, it is 
(in his mind) the lighting company’s fault. If his shaving-water mug fails 
to heat up in the morning, it is again the company’s fault. 

Protecting the dealers of your city against price-cutting and cheap sub- 
stitution means the elimination from among them of unfair and unwise com- 
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petition, which in turn means general prosperity and the sale of standard 
and dependable devices. 

Protecting the manufacturer who has a valuable name and who is 
advertising it means that he will help to educate your public to a wider use 
of electricity. 

It is not suggested that the central station man should elect himself 
censor and keeper of the trade morals. The Anthony Comstock style of 
reformer is only ridiculous. But if he will earnestly co-operate to promote 
the sale of widely advertised appliances and will use his power to stamp out 
the substitution evil before it reaches important size, he will fined the busi- 
ness of selling electricity much easier and more pleasant. 





VERY man connected with the 
commercial department of a 
lighting company should attend the 


N. E. L. A. CONVENTION 


Atlantic City, June 1, 2, 3 and 4 


The Commercial Day alone will 
be worth many times the trip. 
Come and meet the “live wires” 
of the industry; get in step with 
the march of progress. COME! 




















New Arrangement for Manufacturers Exhibit 
at Atlantic City Convention 


HE arrangement of the man- 
ufacturers’ or “Class D Mem- 
bers” exhibition at the Na- 
tional Electric Light Association 
Convention in Atlantic City, N. J., 
to be held on June 1, 2, 3 and 4, is 
shown on the accompanying floor- 
plan. The Convention will be held in 
Young’s Million Dollar Pier, facing 


Floor Plan of Booths, N. E 


the Boardwalk and the exhibition 
booths will occupy the main build- 
ing. It will be necessary for mem- 
bers going to or returning from ses- 
sions of the convention to pass di- 
rectly through this exhibition room, 
which will give every one plenty of 
opportunity to inspect and profit 
by the many interesting and in- 
structive exhibits. 


L. 





The booths, each of which will 
have more than twice the floor area 
of those of last year—one hundred 
and thirty-five square feet—will be 
arranged horseshoe fashion, leaving 
in the centre of the hall a space ap- 
proximately 70 feet wide and 140 feet 
long. It is planned to furnish this 
space with rugs, rockers, chairs and 


A. Convention, Atlantic City 


tables, making it the “Convention 
Exchange.” Under this arrange- 
ment every one of the forty-nine 
booths will have equal advantage 
and preferred locations will be 
practically eliminated. The “Con- 
vention Exchange” will also pro- 


vide a comfortable convenient and 
appropriate place for the inter- 
mingling of members and guests. 





The Earning Power of a Flatiron 


Facts and Figures on a Two Years Campaign in Los Angeles with 20,000 Irons on Circuit 


By S. M. 


THE Epison ELeEctri 


WISE man has said that ‘The 
best answer to all criticism, 
the best test of all work is 

—results,” 
article 


and the purport of this 
tell results 
accruing to a central station from 


is to of certain 
the use of electric flat irons. 
In order to properly explain the 
results attained by one company it 
will be necessary to briefly state the 
methods adopted to 
distribute the 
and them into 
The Edi- 


Electric 


irons, 
get 

active use. 
son Com- 
pany of Los Angeles 
covers a large por- 
tion of Southern Cali- 
fornia, its area of 
distribution being 
13,500 square miles, 
and 
about 


in this area 
twenty-five 
cities and towns are 
supplied with elec- SM. 
tric energy. For op- 
erating purposes, the territory is 
divided into thirteen districts, each 
district being in charge of a separate 
manager and operated as a separate 
business, all being under the super- 
vision of the General Offices in Los 
Angeles. 

The company commenced the ad- 
vertising and of 


irons to consumers soon 


electric 
after the 
appliance was put on a commercial 


selling 


basis, and at the beginning of 1906, 


CoMPANY, 


KENNEDY, GENERAL AGENT 


Los ANGELES, CAL. 


means and 


2000 


one 
to 


residence consumers. 


by another, had 


close irons in use among 
All data was 
carefully compiled, and the figures 
and information obtained gradually 
developed into interesting reading. 
They demonstrated that the electric 
flat iron was one of the best things 
that ever happened along to help 
the central station increase its earn- 

ing power,and obtain 

better profit from its 
At that 


compal\ 


investment. 
the 
30,000 consum- 
The 
was, why were there 
less than 2,000 irons 


in use? 


time 
had 


ers. question 


The answer 
came back that many 
hundreds of custom- 
ers would not spend 
five dollars for some- 
thing the usefulness 
of which they were 
It 


this stage that reports showing the 


Kennedy 

not sure. Was at 
advantages and earning qualities of 
the electric iron were submitted to 
the company’s directors; and event- 


ually recommendations were ap- 
proved for the loaning to responsi- 
ble customers of up to a total of 10,- 
000 irons. 
than that 


the nine months period during which 


As a matter of fact, more 


number were loaned in 


irons were put out on this basis. 


The Edison Electric Company 
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has in use on its lines today over 
20,000 electric flat irons. The writ- 
er has heard of a similar statement 
being received with incredulity, 
and the question has been asked, 
“How do you know you have that 
many irons in use on your system?” 
We have a number of reasons for 
knowing that our figures are within 
the mark. In the first place, the 
company has now over 42,000 elec- 
tric consumers, and at least 30,000 
of these are residences, and it is the 
exception to find a consumer with- 
out an electric iron in his house. 
In the second place, Southern Cali- 
fornia is peculiarly an_ electrical 
country; the climate lends itself to 
the use of electric appliances, there 
being so little difference between 
summer. and winter. Consequently 
a larger percentage of consumers 
use electrical appliances in their 
homes than in any other part of the 
United States. In the third place, 
the company has purchased more 
than 16,000 irons from one manu- 
facturer, and sold and distributed 
them to its own customers only. 
Further, it is known that at least 
4,000 more have been sold direct to 
the company’s consumers by the 
agents and distributors of the vari- 
ous makes of electric irons from the 
Atlantic to the Pacific. 

While referring to the quantity 
of irons the company has handled, 
it is necessary and proper to refer 
to the make. Before committing 
itself to the expenditure of so large 
a sum of money for appliances to 
be distributed for others to use, the 
company made some very exhaust- 
ive tests. When electric irons were 
first put on the market, there were 


fewer good makes than there are 
today, but during the past few 
years there have been marked im- 
provements in the products of 
many manufacturers. However, our 
early tests resulted in the com- 
pany’s ordering, almost exclusively, 
the irons made by the Pacific Elec- 
tric Heating Company. We have 
found that these irons have “stood 
up” against the severe test we have 
put upon them through loaning and 
selling so many thousands to our 
customers. We believe that the 
present type will probably give the 
consumer a maximum amount of 
efficiency and it is our experience 
that they give the company a mini- 
mum amount of trouble. It must 
always be borne in mind that an 
iron “out of order’ means annoy- 
ance to the customer and loss of in- 
come to the electric company, and 
the iron which does the work and 
requires the least amount of atten- 
tion and repairs is the one for which 
we are all looking. 

It would have been a very nat- 
ural thing for the directors of The 
Edison Electric Company to say: 
“Mr. General Agent, you presented 
certain theories concerning the ad- 
vantages of the electric laundry 
iron to our company; you made 
certain recommendations covering 
the loaning and selling of thousands 
of these irons, and your recommen- 
dations were approved; now what 
advantages have accrued to our 
company? Give us some tangible 
facts, not theories, in this matter.” 

As I have said, this would have 
been a reasonable request to make, 
but, doubtless for reasons satisfac- 
tory to themselves, the directors 
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did not make it. However, the 
General Agent of the company felt 
this question should be answered 
for his own satisfaction, and this is 
how it was done: In order to ob- 
tain information as exact as possi- 
ble, four plans were adopted, viz.: 

(1) Each district manager was 
instructed to send in to the head 
office a list of names and addresses 


of a stated number of residence 


months of that 
year, as compared with the two 
corresponding months of the pre- 


ferred to for two 


vious years, when no irons were be- 
ing used. 

(3) A asked of 
the the total 
kwh. consumption of all residence 
consumers for two months of that 
year, aS compared with the two 
corresponding months of the pre- 


statement 
auditor 


was 
concerning 


Out of Door Ironing—Winter Time—Los Angeles 


consumers to whom we had loaned 


electric irons. These names were 


taken promiscously from the regis- 
ters, and amounted to several hun- 
dred in all. 


To each of these was 
sent a return postal card asking a 
number of questions. 

(2) Each district manager also 
sent to the head office a statement 
of the individual consumption of 
each the list 


name on above re- 


This statement 
be segregated into districts 
embrace the entire system. 

(4) 
to each 


vious year. was to 


but to 


A list of questions was sent 
which 
questions were duly answered and 
returned to the head office. 

No. 1, concerning the post 
cards, brought replies from 35 


district manager, 


Plan 
per 
cent of those to whom they were 


sent. Eighty per cent of the an- 
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swers given to questions were as 
follows: 

QO: How many 
you used your electric iron? 


months have 


A: Average about six months. 

QO: Does its operation give you 
any trouble? 

A: No. 

QO: About how many hours per 
week do you use it? 

A: Average three to four hours. 

QO: About how much extra per 


of consumers while using the iron, 
as compared with the correspond- 
ing two months of the previous 
vear, when no iron was in use, de- 
veloped the following: that whereas 
the average monthly consumption 
for two months (July and August) 
without the iron for the residence 
consumers whose names were sent 
in from all districts, was say 12.5 
kwh.; the average monthly con- 
sumption for the same consumers 





Form B. D. ¥# 


AGE tris RECEIPT 





Received of 


Delivered to me under contract 


Dated sclekensassueaesetanens edainetcbealecaasmucals 


electrical or mechanical defect. 





covering the purchase of one (1) Laundry Iron. Weight.............--- coe 


The Edison Electric Company hereby guarantees said iron for one year from this date, against any 


190 
..- Dollars 
ise See ER 








Receipt Form and Flatiron Guarantee Used by Edison Electric Co., Los Angeles 


month does the iron cost you for 
electric current? 

A: Amounts varied from 30c. to 
$1.00. 

QO: Have you found the use of 
the electric iron to be economical, 
as compared with what you for- 
merly used? 

A: Yes. 

©: Are you satisfied to continue 
its use? 

A: Yeu. 

Plan No. 2, concerning the two 
months’ consumption of hundreds 


for the corresponding two months 
of the year later, when using the 
iron, was raised to 18.8 kwh.; or an 
increase of 6.5 kwh. per consumer 
per month. 

As a check on this test, we later 
had district managers send in the 
consumption of a stated number of 
consumers (who up to that time 
had no electric irons in use) for the 
same two months of the same two 
pears as mentioned in Plan 2. The 
result shown was that the average 
consumption of residence consum- 
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ers without electric irons was prac- 
tically at a standstill. 

Plan No. 3. The analysis of the 
auditors’ report concerning the 
total kwh. consumption of residence 
consumers on the company’s sys- 
tem for two months (July and Au- 
gust) after the loaning of laundry 
irons had been in effect, as com- 
pared with the same two months of 
the previous year before the scheme 
was started, made this showing: 


pany’s residence consumers had the 
effect of toning up the average con- 
sumption of all lighting consumers 
to the extent of 2.46 kwh. per con- 
sumer per month. 

Plan No. 4. Certain questions 
which were asked district managers 
brought in written replies. The 
answers to questions one, two, three 
and five were practically unani- 
mous, but the fourth question was 
of much importance, and the indi- 





TO THE EDISON ELECTRIC CO. 


Board of Directors. 
Accepted provisionlly 


THE EDISON ELECTRIC CoO. 


Approved 





LOANING AGREEMENT—ELECTRIC LAUNDRY IRON No 


The subscriber requests you to loan h__.. an Electric Launéry Iron No 


Weight lbs., manufactured by Pacific Electric Heating Co., upon the following conditions 
1. Said iron to be loaned by you for use in premises No.-.---. --- we , St 


=----Cul., for a period of....... 

2. In consideration that you will make no rental charge for said Iron, the subscriber agrees 
to regularly use same on electric service supplied by you. 

3. Subscriber agrees to be responsible for all damage to said Iron while in h .__ possession, 
except reasonable wear and tear, in a sum not to exceed $4.00. 

4. Subscriber agrees to return said Iron to you immediately should__h -..cease to have a 
regular use for it or if..h_... should vacate above premises. 

5. This is to be accepted by your solicitor provisionally; but to be binding on you only upon 
its approval by you endorsed hereon by your President or other officer duly authorized by your 


Cal... 


...months from date. 


Subscriber. 








Flatiron Contract Form Used by Edison Electric Co., Los Angeles 


that the books indicated the average 
monthly consumption for residence 
consumers in all districts before the 
irons were loaned was, say, 12.35 
kwh.; and that for the correspond- 
ing months of the succeeding vear, 
after the iron loaning scheme had 
been put into effect, was 14.81 kwh., 
or an average increase of 2.46 kw. 
hours. In other words, the loaning 
of irons to what was at that time 
approximately one-third of the com- 


vidual replies of managers are given 
in detail hereunder: 

©: Are the consumers who are 
using electric irons satisfied with 
their operation and cost of same? 


A: Yes. 


©: Have the irons loaned given 
you much trouble for repairs? If 


so, what has been the principal 
trouble? 

A: Very little trouble was re- 
ported by any manager, and such 
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troubles as existed were mostly 
with cords and plugs. 

QO: Has the use of electric irons 
created any increase in enquiries 
for other electric appliances? 

A: Yes; decidedly! 

©: Do you consider the scheme 
of loaning electric irons has been 
advantageous to the company, and 
if so, along what lines and to what 
extent? 

A: (Different district managers 
represented by letters) : 

(a) “Yes; helped us to obtain 
new contracts where we had oppo- 
sition, and also to get the good will 
of our customers.” 

(b) “Yes; the plan will pay for 
itself in half a year.” 

(c) “Yes; the popularity with 
which the iron is received is con- 
vincing evidence that electrical ap- 
pliances are entirely practicable for 
domestic purposes, and the public 
is becoming educated to the value 
and desirability of their use.” 

(d) “Yes; increases income and 
makes friends.” 

(e) “Yes; increased sale of elec- 
tricity; advertised the advantages 
of electricity.” 

(f) “Yes; increases income; 
makes company popular; a paying 
proposition.” 

(zg) “Yes; makes friends for the 
company.” 

(h) “Yes; increases daylight 
output.” 

(i) “Increased business and fa- 
vorable comment.” 

(j) “Very advantageous; it be- 
ing the means of holding many old 
customers against opposition, and 
helping new consumers to decide in 
our favor.” 


(k) “Yes; best advertising me- 
dium we have. It has caused some 
houses to be wired that perhaps 
would not have been.” 

(1) “Yes; it pleases the women, 
and they tell their friends.” 

(m) “A winner, from the stand- 
points of income, dayload, advertis- 
ing and policy.” 

©: Do you consider the scheme 
of loaning electric iron has worked 
disadvantageously to the company? 
And if so, along what lines, and to 
what extent? 

A: No. 

As an illustration of the effect of 
a considerable number of irons in 
use on the day output at the gener- 
ating station, I give the following: 
In one city, with a population of 
about 15,000, in which the company 
operates, the energy is generated 
locally, the plant not being inter- 
connected with the other cities on 
the system. After some 1200 elec- 
tric irons had been loaned and sold 
in this city, the chief engineer in 
charge of the station one day went 
to the district manager and said: 
“Mr. Blank, for a long time we have 
had a very steady load at oun plant, 
but during the past few months 
there has been much increase, and 
some fluctuation. I notice that the 
load now goes up suddenly on 
Tuesday morning and stays up all 
day. On Wednesday it is up again, 
but not to the extent of Tuesday. 
Thursday has less of an increase 
than Wednesday, and on Friday it 
is back again to normal. Then on 
Saturday it takes another climb. 
On Tuesdays the increase is fre- 
quently so great that we have to 
put on another machine.” The 
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manager then enlightened the engi- 
neer as to the remarkable number 
of irons he had added to his load in 
a short time, and the “mysterious 
increase and fluctuation” were ex- 
plained. 

This company has demonstrated 
to the satisfaction of its officials 
that each electric flat iron installed 
in residences means an average in- 
creased consumption of 6% kwh. 
per month; that the use of electric 
flat irons in residences has toned 
up the average monthly consump- 
tion of residence consumers (in- 
cluding those consumers who have 
no electric irons) to the extent of at 
least 21%4 kwh. per consumer per 
month; that at a rate of ten cents 
per kwh. for current, each iron in- 
stalled in dwellings is good for from 
$6 to $6.50 per year increased reve- 
nue, and this estimate is on a con- 
servative basis; that electric flat 
irons for domestic use do not re- 
quire any additional plant, line, 
transformer or meter investment, 
and that no additional clerical help 
is required to handle the business; 
and that each 1,000 electric irons so 
installed represents the equivalent 
of a steady load of thirty-two horse 
power operating ten hours daily, 
six days in the week, and every 
week in the year—a day load at 
maximum lighting rates. 

The sequel to the loaning plan 
originally adopted has turned out to 
be very satisfactory. It will be 
noted that the irons were loaned 
for a period of twelve months in 
each case, in accordance with the 
loaning agreement. When the irons 
were first put out on this basis, the 
company did not know what future 





course would be pursued. But it 
developed that some customers vol- 
untarily desired to purchase the 
irons loaned, and that many others 
would rather purchase than give the 
irons up, after they had learned of 
their advantages. It was finally de- 
cided to sell all the loaned irons to 
customers, without any unneces- 
sary haste in insisting on payment, 





A Los Angeles Demonstrator 


and with this end in view the fol- 
lowing letter was sent to each con- 
sumer holding a loaned iron: 


DEAR Sir (oR MapaAm): 


MA gta eee Sadciecddeuse we loaned you for a 
stated period a............ pound Electric Laun- 
OVY 1LOR, INGOs. 5.500005 0500008 Weare sure that 


this iron has proved to be a useful and satis- 
factory appliance and that you desire to keep 
it permanently. 

Accordingly, we have decided to give you 
an opportunity to purchase the iron at a 
nominal price ($2.50) and at the same time 
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guarantee it for a period of twelve months 
from time of purchase. 

A receipt may be obtained by sending this 
letter, accompanied by a check to this office, 
or a telephone call will bring one of our 
representatives to see you. 

Yours truly, 


There was little or no difficulty 
in selling these irons to the con- 
The 
fact that the company gave a guar- 
antee for one year from date of 
purchase, even if it had already 
been in use a year or more, seemed 
to settle all doubts about the relia- 
bility of the iron, and the reduced 
price did the rest. Here, again, the 
stable qualities of the iron handled 
could be depended upon, for had 
not The Edison Electric Company 
felt the utmost confidence in the ap- 


sumers who were using them. 


pliance, it could not have given an- 
other year’s guarantee on so many 
thousands. But it developed that 


April, 1909 
the additional guarantee entailed 
little additional expense, as_ the 


irons so insured gave practically no 
trouble. 

Of the thousands of customers 
who were given the opportunity to 
buy the irons which had been loan- 
ed to them, over eighty-five per 
cent paid the cash at once, or with- 
in a reasonable time. Others re- 
turned their loaned irons, and pur- 
chased new ones. Nearly all con- 
sumers who did not purchase were 
not using the irons loaned, so such 
irons were taken back and soon sold 
to other customers as second-hand 
irons at $2.50 each. We have only 
one opinion as to the results of the 
loaning scheme, and this company 
would be glad to find another elec- 
trical appliance, with the same rev- 
producing qualities, which 
could be handled in a similar man- 
ner, or even on a still bigger scale. 


enue 





find the “weed” half dry? 


for cigar cases. 


utility. 


kw. on the lines. 





A Dollar Idea 


By G. W. Barlow, New Bus. Mgr. 
Indiana and Michigan Electric Co., South Bend, Ind. 


OU walk into the cigar store and buy a “Killiloo Perfecto” and 
the dealer says the box is “just opened.” 


The next time it happens tell the smoke-man that an ordinary 
8 cp. carbon lamp sealed into a weather proof socket with ordinary 
compound and immersed in water is the most perfect humidifier 
Moreover, if the water is colored and cut glass 
jars are used the “electro-humidor” has artistic merit as well as 


Let the central station banish the half dried apple and the 
soiled sponge from the tobacco man’s show case and put a few more 





How often do you 














Judson Memorial Church, Washington Square, New York City 


Light and the Church 


By Eart E. WHITEHORNE 


ASHINGTON Square, 
York, the 

city’s better heart—the cen- 
tre of its wealth and culture. Today 
it lies a breathing space in a mass 
of man-hives, apartments, loft 
buildings and houses of the poorer 
class, save on one side where a few 
old mansions still dispute the altered 
conditions. The park itself in hot 
weather is ever crowded with men 
and women seeking shade and cool, 


New was once 


and with children playing on the 
asphalt. 

As you enter the Square from the 
east at night with the glare of the 
street arcs in and the 
roar of elevated trains and 
cars in 


your eyes 
street 
your ears, 
against the dark sky, high above 


the walls of brick, a cross of fire. 


you see 


It is a symbol, the significance of 
which was instilled in our hearts in 
childhood, this 


and the sight of 


cross of light shining in the heavens 


in calm, restful contrast to the jar- 
ring turmoil of the city streets is 
wonderfully impressive. 

The cross surmounts the steeple 
of the Judson church. 


Every night, from dusk on, it stands 


Memorial 


out bright against the sky and stirs 
the heart. For even as the cross is 
the emblem of the Christian religion, 
so light itself, since the birth of 
humanity, has typified Diety and 
stood as the visible sign of that 
spiritual power which has been wor- 
shipped since the days of primitive 
man. 

Always light has had a peculiar 
religious influence. The worship of 
fire was one of the earliest religious 
observances. Baal was the Sun 
God; the Chaldeans prayed to the 
stars; the Children of 
led by a pillar of fire out of Egypt; 
the Romans built the Temple of the 
Sun, and the Wise Men from the 


East followed the guiding star to the 


Israel were 
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Holy Trinity Church, Dayton, Ohio 


Light of the World. It is, there- 
fore, natural and appropriate that 
the church in its endeavor to awak- 
en and invoke the good in men, 
should take advantage of this inher- 
ent instinct. Light has a magnetic 
power of attraction. It draws men 
as it draws insects and provides a 
medium not only for impressing 
upon the mind of the passer-by the 
location of the church itself, but for 
suggesting the church’s welcome. 
The accompanying illustrations re- 
produced from photographs of elec- 
tric signs and emblems on churches 


in various parts of the country are 
witness to the growing recognition 
of the value of such outdoor display 
lighting. 

There are those clergymen and 





Harlem Presbyterian Church, New York City 
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This sign is operated as a flasher. Inside the white cross is a cross of red. 


on, the top of the cross is out. 


When the words “ Brooklyn Tabernacle ’’ are 
The cross therefore forms the letter ‘* T.”’ 


that 
inasmuch as the saloon and the the- 


church officials who contend ference music of the 


church and the music of the play- 


between the 


atre have adopted electric illumina- 
tion as their most efficient advertis- 
ing medium, it would be unbecom- 


house. 
The objection has also been raised 
that a sign would not attract the 


ing to employ the same methods for 
the church. 


best class of people, that those who 


But if there be any vir- would be most 
tue in the electric sign, if it does 
excite a compelling influence on the 
passer-by, why should the church 
hesitate to take advantage of it? 
The manner in which it is treated 
can make the church sign and the 


theatre sign as distinctive as the dif- 


influenced 
would be but birds of passage and 
But 
the 
church is to do good unto others, 


easily 


of no real benefit to the church. 


the fundamental principle of 
and even as a drunkard develops his 
deplorable craving through the in- 


fluence of casually dropping into a 





First Baptist Church, Jamaica Plains, Boston 
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saloon, just so the church has the 
power to awaken the dormant good 
in many a man on the street. 
Perhaps the greatest present 
source of concern to those interested 


_\ 
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A Philadelphia Church Sign 


with the work of the church is the in- 
difference of the younger men, and 
clergymen are casting about for 
ways to arouse and sustain their in- 
terest. It will be, of necessity, a 


gradual process, but no opportunity 
should be lost, be it however small, 
to strengthen the personal appeal. 
Young people shun austere and for- 
bidding doors; they respond to the 
cheerfulness of light. The bright- 
ening influence of the glowing 
cross and the welcoming sign is not 
lost upon them. 

What the power of suggestion 
may sometimes accomplish was well 
illustrated at a little church on the 
North Shore Road a dozen miles out 
of Chicago in the days when the 
bicycle held sway. Every Sunday 
morning hundreds of young men 
pedalled north along the macadam 
seeking exercise and country air. 
They streamed by this little church 
all day long. The minister, hoping 
to draw them in during the morning 
service, put a little sign—“*Welcome 
to Wheelmen—Dust off your shoes 
—Never mind the bicycle clothes,” 
and across the church lawn he built 
a temporary line of bicycle racks. 
The result? The church was crowd- 
ed Sunday after Sunday and there 
were warm summer mornings when 
those who could not find room in- 
side sat on the lawn in the shade 
of the trees and joined in the sing- 
ing of the hymns. Men need not 
be turned from their habits at once, 
but they may be influenced in many 
ways and by small things. 


Also the outdoor brightening of 
the church may be accomplished 
(which is essential) without hurt to 
the architectural beauty of the build- 
ing. These photographs are proofs of 
that. Moreover, it brings out those 
beauties more distinctly in the night, 
and aids in the brightness and safety 
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of the streets, for there are cases on 
record where the footpad has taken 
advantage of the darkness of a church 
front to wield the blackjack in com- 
parative security. 

Not the least value of the influ- 
ence of the electric sign, is that 
which may be measured in cold dol- 
lars and cents. It draws more peo- 


ple to the services with consequent 


TRINITY 
METHODIST 
CHURCH 


Two signs in Denver, Colo. 


the collection. lor 


though the greater number ot such 


increase in 


newcomers may be but occasional 
visitors and productive of but small 
financial support, still a fair propor- 
tion of these people are moving in 
to establish homes and friends and 
Of these fam- 
ilies there are many of little well 


defined religious preferments, who 


church connections. 


will be drawn to the church where 
there is the most apparent welcome, 
an atmosphere of cheer and evi- 
dences of progressive broadminded- 
Such 
and financial support to the church 


ness. families lend their aid 
that takes them in as strangers. 
After all, (and every minister will 
readily agree) the church to do its 
best work must prosper, and be run 


BROADWAY 
THEATRE 


The appeal of the Church out-reaches the call of the theatre 


on a business basis. The clergy- 
man and the church official who is 
continually called upon to go down 
into his own pocket to make up a 
periodical deficit finds it hard to 
do the whole-hearted, enthusiastic 
The 


work of the church costs money and 


work that the cause deserves. 


exerted to 
the 


effort should be 


that 


every 
raise money in manner 
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least onerous to both minister and 
congregation. If an electric sign 
can aid—as it unquestionably can— 
in the development of a larger at- 
tendance, the opportunity should 
be gladly embraced. For larger at- 
tendance means increased revenue, 
greater opportunity for doing the 


good work, more adequate remuner- 
ation for the clergy. 

High over every church in the 
land, there should be a cross of 
golden light shining out The Mes- 
sage against the night sky, and 
above the door a cheering sign of 
welcome. 








A Dollar Idea 


N. F. Lewis, Power Engineer 
Rockford Electric Company, Rockford, Illinois 





DO not think power men as a whole realize the importance of 

sowing the central station seed among the rising generation. 
Young boys in the grammar school and high school are now-a-days 
receiving more or less mechanical instruction in handling shop 
machinery and figuring mechanical costs, etc. A good many of these 
boys will some day be interested in power, and will be power pros- 
pects for the central station, and a good many of their fathers and 
uncles are prospects right now. 

The manual training department of our local High School has 
a first class carpenter shop and machine shop, both run by electric 
motors, group drive. The other morning I took over my volt meter 
and ammeter and the young men took readings of motors, shafting 
and the different machines, which were afterward worked out by 
them to show the horsepower necessary to drive each machine and 
the cost of operation. 

This data was tabulated and a tracing and blue prints were 
made, as a part of the mechanical drawing lesson. 

During the two hours I spent in the school three classes made 
the tests and the advantages of group and individual drive were 
explained and discussed. I believe that this is time well spent for 
the company. 































Fifteen Dollars Scorned! 





installation? 
Are the manufacturers of electrical heating devices the 
only ones who sell anything but flatirons and domestic appliances? 

Do Central Station men all ignore the market for glue pots, 
soldering irons and special apparatus for industrial use? 

It does not seem reasonable to believe such things but though 
we have advertised in two issues, both February and March, our 
offer of a $15.00 prize for the best story on an industrial installation 
of electric heat, the response has been most disappointing. Several 
contributions have been received, but only a SINGLE ONE from 
a central station man, and ONLY TWO are worthy of considera- 
tion. 

The amount offered is small, we know, but our readers under- 
stand that it is offered not as a compensation for the work entailed, 
but as an evidence of our desire to do our part. Moreover there 
have been numerous other prize competitions, announced but one 
month in advance, which have been enthusiastically supported. 

We are going to hold this offer over another month and we 
make an earnest appeal for support. There are men who read this 
magazine who have signed up heating installations in shops and 
factories other than of flatirons. Send us in the story and show 
that the manufacturers of electric heating appliances are not alone 
alive to the possibilities in this business. 

We offer our cheque for $15.00 for the best story of an indus- 
trial heating installation. We will also pay $5.00 each for the three 
entries next in order of merit. All, however, must be worthy. The 
articles must be not longer than 1500 words nor less than 1000 
words and should be accompanied by at least one photograph for 
illustration. 

All contributions must be received before May fifth. 


1D OES no one know anything about industrial electric heating 





The prize will be awarded by the following committee :—F. M. 
Tait, General Manager, Dayton Lighting Co., Dayton, Ohio; J. 
E. Davidson, General Manager, Consolidated Lighting Co., Mont- 
pelier, Vt., and the Editor of SELLING ELECTRICITY. 
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ROY A. MacGREGOR 
Power Salesman of the Easton Gas & Electric Co., Easton, Pa. 
Formerly Commercial Manager 
in Charge of Properties of C. H. Geist Co., Chicago 

















Men Who’ve Made Good 


Intimate Sketches of Successful New Business Men 


No. 3. ROY A. MacGREGOR 


HIS little account of Mac- 
Gregor’s methods should 
rightly be entitled “The Story 
of Three Note-Books”’, because it is 
to them that MacGregor owes his 
success. The note-books are the 
regulation leather-covered affairs— 
the first, a vest-pocket size; the sec- 
ond, an ordinary data book, and the 
third, a 6 x 9 loose-leaf. They re- 
present thousands of hours of study 
and analysis, experiment and test, 
theory confirmed by experience. 
They are the essence of four years 
of first-hand observation of power, 
transmission and motor-drive prob- 
lems. I do not know a single man, 
other than MacGregor, who has the 
patience and tenacity to gather and 
codify such a mass of practical 
every-day working data. And I do 
not know a single man who can 
hold a candle to MacGregor as a 
central station power salesman. 
This does not imply that anyone 
who successfully makes a data-book 
will be a successful power man, but 
it does mean that no power man can 
be truly successful who does not 
back his sales ability with complete, 
exact and convenient data. 
MacGregor’s entry into the com- 
mercial end of the business was half 
accident. He started as a wireman's 
helper in the old Stanley shops in 
Pittsfield and in five years was in 


By Frank B. RAE, JR. 


charge of the meter department of 
the West Penn Electric Company. 
One day, a woman customer spoke 
her mind on the subject of the un- 
veracity of meters in particular and 
the company and its representatives 
in general. Mac met the issue 
squarely and cooled the irate lady 
down, though it was none of his 
business and he wasn’t paid for that, 
anyway. The story reached the ears 
of E. T. Penrose, then General Su- 
perintendent of the West Penn 
Klectric Company, and he sent for 
MacGregor, offering him a job in 
the commercial department. 

“But I want to be an engineer,” 
said Mac. 

“Piffle,” said Penrose, or words to 
that effect, “forget this engineering 
thing. The woods are full of engi- 
neers. What we want is salesmen. I'd 
give two hundred a month to a good 
power man any day. I can get all the 
engineers I want for half o’ that. An- 
other thing: the schools are turning 
out hundreds of technical graduates 
every year—men who can whip you 
to a froth at the engineering game. 
Stick to this job and you'll some day 
be foreman of a construction gang, 
superintending a bunch of Guineas 
digging post-holes.” 

Of course that was laying it on 
pretty thick, but Penrose could see 
the future and knew that time would 
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make his prophecy true. What was 
more important, MacGregor saw the 
point and agreed. He let go of the 
meters and went to work as one of 
four power solicitors. 

About the first thing a power 
salesman learns is that conversation, 
good looks and an assortment of 
Revolutionary ancestors don’t sell 


power. Figures are what talk to the. 


power user—cold, hard, accurate 
figures. The West Penn Company 
had a man named Elliott who sup- 
plied all the figures to all the power 
men. A solicitor would get the de- 
tails of an installation, Elliott would 
reduce it to practical form, and the 
solicitor then went out and sold— 
or tried to sell—Elliott’s proposition. 
This scheme saved the solicitors a 
lot of brain fag and they liked it— 
all but MacGregor. He preferred 
to get up his own figures. He de- 
cided this the first day, when a man 
asked him, casually, to prove a cer- 
tain statement which was in EI- 
liott’s proposition. 

“T don’t know,” said MacGregor. 

“Go find out,” was the cutting ad- 
vice of the prospective customer. 

MacGregor has been finding out 
ever since, and what he found out 
he put on paper for future reference 
so that his knowledge of power 
problems and their solutions is not 
mere guesswork or memory or im- 
pression—it is exact. And that is 
what is demanded of a power man— 
exact knowledge. 

The way he goes about it is this: 
After he has closed a contract and 
the motors are in satisfactory oper- 
ation, he gets busy with a camera. 
The photos include the motors, 


showing their positions and con- 
nections; the individual machines 
or groups driven by each motor; 
boilers and transmission lines, and 
the engineer who didn’t lose his job. 

This portrait of the engineer is 
a characteristic MacGregor touch. 
As all power men know, the great- 
est impediment in the way of chang- 
ing an isolated plant over to elec- 
tric power is the engineer who is 
nursing his job. His co-operation 
is always helpful and often is abso- 
lutely necessary. But when the en- 
gineer believes that the electric 
drive will put him out of a job it is 
only human and natural that he 
should refuse to co-operate. By 
showing that the motor equipment 
gives the engineer a better job— 
shorter hours and easier work— 
MacGregor get him on his side. 

With the photos, MacGregor 
gathers all the available data upon 
which he had based his proposition 
and enters it systematically into 
his note book. Then he watches 
the customer’s bills for two years 
and enters the kilowatt consump- 
tion every month. Thus he has an 
absolute check on his own work— 
and incidentally an irrefutable argu- 
ment with which to go after the next 
prospect. 

3ut Mac does not stop with facts 
and figures—he is not a “boiled 
shirt salesman.” When a customer 


or prospect is up against a break- 
down, he is on the job with both 
head and hands. He can get into 
a suit of overalls quicker than any 
man I know: he knows how it feels 
to get his hands, face, clothes and 
hair full of grease and dirt. He 
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backs up the data in his three well- 
worn note-books with practical me- 
chanical ability. A motor to him 
is not just a type X, 3 hp., 1800 
rpm., back-geared—it is a living 
thing of wires and iron and insulat- 
ing material all having specific pur- 
poses. And he knows the why and 
wherefore of each piece of copper, 
casting and connection. He doesn’t 
tie up a customer while waiting for 
the motor manufacturer to get a 
man on the job to tell them what’s 
wrong. 

So here is what makes MacGregor 
a good power man :— 

1. Three note-books. 

2. The engineer who didn’t lose 
his job. 

3. A pair of well-worn overalls. 

These three items stand (1) for 
study, patience and care in gather- 
ing and using data; (2) for keen 









insight into human nature and the 
ability to enlist the co-operation of 
men, and (3) for the courage and 
ability to get right down to brass 
tacks and make good without de- 
pending on anybody else. 
Personally, MacGregor is _ just 
an ordinary chap like you or me, 
with the faults and foibles of the 
rest of us. Some people say that 
his head is a size or two larger 
than it really ought to be. I've 
heard him roasted for talking too 
loud and too long. But these criti- 
cisms are superficial. I’m not ready 
to concede that they are true and 
even if they are, behind the loud 
talk and the enlarged ego is a man 
who is loyal to his employers, his 
family and his friends, who has de- 
livered the goods and whose success 
no power man in the country need 
be ashamed to copy. 








A Dollar Idea 


ROM Portland, Maine, to Portland, Oregon and from Duluth 

to Galveston, in the spring and summer, men are interested in 
baseball. They follow the National and American League games 
and they watch the scores of their local teams. 

A “talking sign” on the front of an electric light company’s 
office can create more favorable publicity through nightly announce- 
ments of the baseball scores than any other medium at like expense. 
If it is made a feature and advertised, and if the baseball news is 
interspersed with good advertising talk for the company, and possi- 
bly by special arrangement, for leading merchants as well, it will 
be read by every man, woman and child who travels the street. 

The cost of such a sign is small compared with its value as an 
advertising medium. The company ads would be changed at inter- 
vals of about a week and the baseball score could be set at small 
trouble as compared to its importance as an attraction. 
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A Dollar Idea 


By F. Ellwood Smith, Suburban Sales Agent 
The Edison Electric Illuminating Company, Boston, Mass. 





E believe that anything that helps advertise electric light or 
power helps the cause, and whether it is under the name of 
this company or a contractor or a supply dealer, or a real 

estate man or a property owner it all makes for good. 
We advertise ourselves and we try to induce all the others to do 
their share and to this end we have had oilcloth waterproof signs 
prepared in the names of the various contractors reading as follows: 


WIRED FOR 


ELECTRIC LIGHTS 


—— 


H. G. WHITE 


150 HUDSON ST., SOMERVILLE 





The border and the words “Electric Lights” are printed in red 
and they make very attractive temporary signs. We sell them to 
the contractors at a very low price, practically at cost, and they tack 
one of the signs upon the outside of every building where their men 
are at work on lighting installations. 

We also furnish similar signs to the real estate dealers made up 
in red and black as follows: 


FOR SALE 


WIRED FOR 


ELECTRIC LIGHTS 


APPXI.FTF TO 










These signs are being used very extensively and are good adver- 
tising both for us and for the dealers. Moreover our efforts in the 
matter are apparently appreciated. 






















































The Electric Iron as a Premium 


How a 15c. Ironholder Produces Revenue at the Rate of $3.00 a Year in Marion, Ind. 


By E. T. HoLitincswortu, MANAGER NEw Business DEPARTMENT 
Marion Licut & HeatinG Co., Marion, IND. 


N the 15th of last August, we 
began to offer and advertise 
an electric flatiron as a pre- 

mium to anyone located along our 
existing lines who would wire his 
house and make a contract for cur- 
rent within thirty days. We adver- 
tised the 
proposi- 
tion as ex-} 
tensively as“ 
possible,’ 
taking gen- 
erous space 
in each of 
our local 
newspa- 
pers and 
running con- 
siderable 
matter on 
the talking 
sign on our 
office front. 
By the end 
of the W 
day period, 
48 residences had been signed up as 


The Marion, Ind. 


new customers. 

The first trial having been so suc- 
cessful, we renewed the offer for 
another thirty days, commencing 
the first of October and this time we 
secured 28 residences. This made a 
total of 76 houses wired and con- 
nected, 76 new accounts, and in ad- 
dition 76 more electric irons on cir- 
cuit. In connecting up these new 








, Ironholder at Work 


consumers, we were only compelled 
to set two poles and the installation 
cost averaged but $3.45 for each 
residence. 

We are now making this offer 
for a third time and for a like period 
and there is every promise of even 
greater suc- 
cess than be- 
fore, for this 
time, we 
are giving 
away with 
the irons a 
little iron- 
yo) d-e-4 
which seems 
to be very 
popular 
with con- 
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P \ 


» 


sumer s. 
This device 
is made to 
fit any style 
= “9 of iron and 
as shown 
in the ac- 
companying illustration holds the 
iron bottom side up for use as a 
small stove to heat water and the 
like. 

We consider this ironholder a 
big revenue getter, considering the 
small amount it costs for we buy 
them for $15.00 per hundred. We 
have found by checking up the ac- 
counts of customers to whom we 
have given these devices, that the 
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revenue from such consumers has 
increased on a average 25 cents a 
month over the monthly bills be- 
fore the ironholders were put out. 
It is a small affair but it is conven- 
ient and suggestive, which is the 
secret of its ability to turn the meter. 

The power of suggestion is the 
central station commercial man’s 
strongest ally. The flatiron as a 
premium for the wiring of a resi- 
dence is in reality a small induce- 
ment, but the combination of the 
time limit and the premium intro- 


duces an element of bargain which 
appeals to us all. And if the offer 
is confined to properties along the 
existing lines the cost of the service 
is minimum. 

We estimate the average annual 
revenue from electric flatirons in- 
stalled in residences to be $6.00, 
which will almost pay for the cost 
of the iron, the holder, and the ex- 
pense of the connection, and here in 
Marion we are further secured by 
a guarantee of $3.00 from each cus- 
tomer. 





A Dollar Idea 


By John C. McLaughlin, Chief Clerk 
Potomac Electric Power Co., Washington, D. C. 


S soon as we receive advice of the contemplated erection of a 

new building or of any repairs to be made to an existing one, 

we havea printed form letter which we send to the architect or 

owner, asking them to answer the questions printed on the prepaid 
postal that we enclose. The questions are as follows: 

1. Will the building be wired for electric lighting ? 

2. Will the show windows be wired for electric lighting? 

3. Will an electric elevator be installed? 

4. Will any power be required? 

The return cards bear the address of the proposed building, 
and the name of the owner, architect or builder, so that we have a 
permanent record as to the electric equipment of the building. 

We have found that by this method we can save a great amount 











of our solicitors’ time and also avoid bothering the architects, who 
are very often too busy to answer the inquiries of our solicitors. 
If, after sending the card out, we do not receive a reply within a 
reasonable time, we send a solicitor to look the matter up, and if 
we receive a card which states that no wiring will be installed we 
immediately go after both the owner and architect. 

This scheme has proven very satisfactory to us, and should 
work out equally well elsewhere. 














Destrable and Undesirable Heating Business 


The Importance of Avoiding Applications of Electric Heat which Promise no Economy 


By RoGeR WILLIAMS, ELECTRIC HEATING EXPERT 


ENTRAL stations all through 
the ccuntry are starting elec- 
tric heating departments and 

these departments are mainly selling 
electric flat irons to private houses. 
While this class of business brings 
in the most profit and is the easiest 
to sell, there are other large profits 
in the heating field which can be se- 
cured by the man who knows the 
heating business thoroughly. But 
he must know what can be done and 
what cannot be done, and he must 
have a knowledge of the best way to 
install the goods and see that they 
are installed properly at the start. 
For example, a flat iron using 450 
watts can be plugged into a lamp 


socket in a private house and give 
perfect satisfaction while a 450 watt 
iron plugged into a lamp socket in a 
factory is apt to cause considerable 
trouble, the reason being that in one 
case it is used approximately 300 
hours a year and in the other case it 
is used approximately 3000 hours a 
year. Also unless the man who di- 
rects the heating department knows 
the game all the way through he will 
spend practically all of his time on 
odds and ends and will accomplish 
nothing. There are no end of things 
people would like to do by electricity, 
but as the majority of them are too 
expensive to be practical, he should 


be so posted that he can recognize at 
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Plate Warming Oven Built into Pantry Cabinet 
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a glance what is possible and what 
is not. 

I had this feature brought to my 
attention very forcibly about two 
years ago when the manager of the 
heating department of an electric 
lighting company asked for quota- 
tions on furnishing heaters for a 50 
gal. tank for boiling a certain pro- 
duct. He stated that the consumer 
had four such tanks and that they 
were to boil the product practically 


have been brought out in the first 
talk. 

The best business to go after in 
the industrial field is that for which 
there is the widest market, such as 
glue pots. Glue pots are used in 
book binding, certain wood working 
industries and other kindred shops 
and give universal satisfaction if 
properly cared for. In the book bind- 
ery, Shown in the illustration, there 
are 30 electric glue pots installed, and 

















Book Bindery Installation, 30 Glue Pots in Use 


all day. He was very enthusiastic 
about the job and spent about two 
or three weeks getting estimates on 
heaters from the different manufac- 
turers, talking to his prospect and 
also getting his company to consider 
running a line extension as the pros- 
pect was a half block off their pres- 
ent mains. Later he discovered that 
the reason the customer wanted to 
use electricity was because coal was 
too expensive. This feature should 


in the three years in which they 
have been in use there has only been 
one case of trouble. This is the usual 
experience where standard goods are 
selected and then properly installed. 
The installing is just as important 
as the picking out of the correct 
article and above all they must be 
carefully demonstrated. All the pos- 
sible sources of trouble should be ex- 
plained to the man in charge so that 
he can guard against them, for one 
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successful and satisfactory installa- 
tion will sell many more. 

Another application of electric 
heat which is gaining in popularity 
and developing a market among cen- 
tral station customers is the electric 
plate warmer and other devices made 
on this order, including special ovens 
with thermostatic control for lab- 
oratories, and the like. The one in 
the photograph shows the way these 
ovens are installed in private houses. 


milk in the analytical laboratory of 
the Department of Health in New 
York City. In the accompanying 
view, the majority of the stoves 
shown have been in service for over 
ten years and have been giving per- 
fect satisfaction. In this room the 
milk offered for sale in the city 
by the various dealers is tested and 
analyzed, and a great deal of ether 
is employed in the process. As ether 
is extremely volatile and inflamma- 








Laboratory Where Electric Stoves are Used in Testing Milk 


The walls are made double so as to 
hold the heat and they are arranged 
for three degrees of heat. For a 
rough rule for figuring the consump- 
tion of plate warmers and ovens of 
this character it is safe to figure 100 
watts per cubic foot to raise the tem- 
perature to 180 degrees in 20 minutes 
and one-fourth this amount to main- 
tain the heat. 

Another novel and very interest- 
ing application of electricity is the 
heating of the devices for analyzing 


ble, nothing but steam or electricity 
can be used for heating the retorts. 
In the course of the experiment the 
ether which is contained in the small- 
er tube is evaporated, rises and is 
condensed in a cooling apparatus 
above and is precipitated into an- 
other chamber which contains the 
sample of milk. The whole is then 
siphoned back into the smaller flask 
again, and the operation must be re- 
peated exactly 14 times in one hour 
to give the desired result. Formerly 
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steam heat was used but it was nec- 
essary to watch the progress of the 
experiment very closely and regulate 
it to insure the 14 evaporations in the 
proper time. Since the electric 
stoves have been installed it is only 
necessary to turn the switch, and 
take a note of the time, for the 
stoves are so adjusted as to complete 
the anlaysis in exactly the prescribed 
time. 

An installation of this kind, of 
course, requires special treatment 
on the part of the manufacturer and 
very often the designing of entirely 
new appliances and the central sta- 
tion salesman should use the utmost 
care in investigating the situation 
before quoting any probable con- 
sumption, cost or even admitting the 
practicability of new applications of 
electric heat. To save his own time 
and the time and expense of the man- 
ufacturer, the matter should be gone 
into thoroughly, and he must rely 
more on common sense than on ta- 
bles. 

For example, a manufacturer’s ta- 
ble covering the cost and consump- 
tion of current in boiling a liquid in 
a closed vessel will not apply in a 
case where a liquid is to be boiled in 
a shallow pan without a cover, but 
if he knows that one-third watt will 
raise the temperature of one pint of 
water, one degree Farenheit in one 
hour, in an ordinary closed vessel, 
he can approximate the other by 
making allowances for the increased 
radiating surface. Again, if he 
should use a table given for a plate 
warmer for heating an oven, into 


which he was going to put metal 
for drying, or something of that char- 
acter, he must take into considera- 
tion the weight of the metal that 
goes into the oven. 

In writing the manufacturer for 
estimates and opinions on special 
apparatus, always submit a rough 
sketch of the machine you wish to 
heat, giving especial attention to the 
parts to which the heat is to be 
applied. State how it is now heated 
and what parts of the machine can- 
not be changed, for on many ma- 
chines small changes can be made 
which will make an electric heater 
adaptable. Give this information to 
the manufacturer, stating that he 
can take as much room as necessary 
in this direction and in that, but that 
such and such dimensions must re- 
main the same as in the present ma- 
chine. Describe how. the work is 
the speed at which the ma- 
operates, whether the goods 


done, 
chine 
are dry or wet, and give a sample 
if possible and also state the temper- 
ature required. Explain fully the 
work you are trying to accomplish 
and anything further you can think 
of, as there are often little details 
which you do not think necessary to 
give to the manufacturer which are 
vital in the successful operation. of 
the machine. 

In the main, however, it is wiser 
for the central station to confine its 
efforts to the sale of standard appli- 
ances avoid those proposed 
novel applications of electric heat 
which are untried and of doubtful 


and 


economy. 





What the Flatiron Has Done in Salt 
Lake City 


Facts and Figures Showing Some of the Results of a Two Years Campaign 


By B. W. MENDENHALL, COMMERCIAL AGENT 


UtanH Licut & Rartway Company, SALT LAKE City, UTAH 


N the last two seasons, we have 

sold in Salt Lake City, 3250 elec- 

tric flatirons. This covers only 
the sales of the Utah Light & Railway 
Company besides which there has 
been a very considerable further sale 
of irons and other electricheating ap- 
pliances through the local supply 
houses and contractors. We sold 
all these irons under a 30 days’ trial 
offer, delivering the iron to the cus- 
tomers premises and permitting him 
to use it for 30 days without charge. 


At the expiration of the trial period 
we mailed the customer a bill charg- 
ing him $4.00. 


Commencing with June Ist, 1908, 
we kept an accurate record of all 
irons loaned and returned during 
this trial period, and out of a total 
of 1200 irons sold, only 66 were re- 
turned, or approximately 5 per cent. 
Not all of the irons, however, were 
returned because they had not given 
satisfaction as a number of people 
simply stated that they did not feel 
able to pay for them at the time. 

During the months of June, July 
and August and September we car- 
ried on an active advertising cam- 
paign, using for this purpose theatre 
and resort programs, street cars, 
newspapers, and other desirable me- 
diums. We also make it a point to 
mail out with each bill some piece 
of advertising matter, either a bul- 


letin, a folder or a card, always, 
however, including a return post 
card in some form. A large percent- 
age of the orders for irons come 
through these return postal cards, 
and in some cases where people can- 
not wait for Uncle Sam’s mail, they 
order the iron by ‘phone and state 
that they will mail the card in con- 
firmation. Our advertising cam- 
paign has created a demand for oth- 
er makes of electric flatirons besides 
the kind we handle, and the electric 
supply dealers have in consequence 
experienced a large increase in their 
sale of irons. 

The addition of this heating load 
is also shown very clearly in our 
financial statement, which is the 
place where directors and stockhold- 
ers look for results. During the year 
1908 we had an increase in the num- 
ber of residence customers amount- 
ing to 16.5 per cent, while the in- 
crease in revenue from our residence 
customers during the same period 
amounted to 31.5%. This additional 
15% increase in revenue over and 
above the percentage of increase in 
the number of customers amounted 
to $30,000.00. We can only at- 
tribute this growth to the electric 
iron, since the introduction of the 
high efficiency metallic filament 
lamps would have a tendency to re- 
duce the revenues, and this might 
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reasonably balance the increase in 
income due to the gradual improve- 
ment in the standard of illumination. 

Inquiry from a large number of 
users of electric irons shows that while 
the iron is originally purchased with 
the intention of using it only during 
the hot summer months, as a matter 
of fact it is used regularly throughout 
the year on account of the superior 
work which it is capable of producing. 

We intend to pursue the same gen- 
eral policy and use the same meth- 
ods this coming season that have 
given such satisfactory results in 
the past and are confident that with 
the influence of two years consist- 
ent publicity behind us, we will be 
able to make this summer’s cam- 
paign show strong gains over pre- 
vious years. 

We do not think it is advisable to 
loan irons for a longer time than 30 
days or to give them outright to 
the customer. We also believe that 
equally as many irons can be intro- 
duced on our circuits by selling them 


at a price that yields a fair profit, 
both to ouselves and to the supply 
dealers, and by spending the money 
thus received as profit, for advertis- 
ing purposes. By pursuing this 
policy we have the entire electrical 
fraternity, including central station 
employees, supply dealers and con- 
tractors, boosting for electric flat- 
irons, while under any other policy 
dealers would be inclined to tell their 
customers that the central station is 
able to afford to give away electric 
flatirons, because they make a tre- 
mendous increase in the bills. 

We consider our local contractors 
and supply dealers thoroughly re- 
putable and responsible, but we feel 
that it is only just to them to pro- 
tect them in this business. This is, 
of course, a much mooted question, 


but we believe that the central sta- 


tion needs the aid and co-operation 
of the contractor and dealer, just 
as much as they need our protection 
in the sale of current consuming ap- 
pliances. 





in much benefit to all. 


will see at once. 





A Dollar Idea Sy 


By J. E. Harsh, Representative 
The Denver Gas & Electric Company, Denver Colo. 


VERY so often in Denver a night is set apart for a general 
inspection of the city, and every salesman is assigned to some 
other man’s territory. The idea is to send out a fresh pair of eyes 
to find the dark spots and devise ways to light them up. Every 
man is placed on the same footing in this way and it always results 
In the morning meeting reports are made 
and a discussion follows as to how to best light up these dark spots. 
A man gets used to the appearance of his territory, and uncon- 
sciously overlooks opportunities which another trained salesman 
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Signs of Progress in Memphis 


HE Merchants Power Com- 

pany of Memphis, Tenn., 

makes the claim that this is 
the largest electric roof sign in 
the south. Are there any chal- 
lenges ? 





many hundred dollars, and yet the 
owner has chosen this medium for 
advertising his store and the results 
have been eminently _ satisfying. 
Also, the Merchants Power Com- 
pany has already felt the practical in- 


‘“’ The Largest Roof Sign in the South,’? Memphis, Tenn 


The sign is 81 ft. long and 26 ft. 
high and burns 800 4 cp. lamps. The 
capital letters “S” and “C” are 20 ft. 
from tip to tip and the case letters 
measure 7 ft. in height. 

Here is another evidence of pro- 
gress in the “New South.” This 
sign means the investment of a good 


fluence of this sign in the attitude of 
the business men of Memphis toward 
electric advertising. 

Electric signs sell themselves with 
proper demonstrations. Why should 
sO many central stations hold back 
and allow their own office fronts to go 
signless ? 
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The Arc Lamps at Messina 


T is an interesting incident of the 
recent earthquake in Sicily, that 
while staunch buildings and pow- 

erful structures of other sorts tumbled, 
many electric light poles in various 


There seems to be no particular 
reason why the lamps should have sur- 
vived more than that there are invari- 
ably instances where one house stands 
while its neighbor is demolished. But 














parts of the city remained quietly in 
position and are now being put back 
into service, as before. The picture 
shows a bit of the harbor of the ruined 
city of Messina, with these poles in 
the foreground. 


when in the work of rescue and res- 
toration the electric street lighting 
equipment was inspected, it was found 
that a very large number of poles and 
lamps had come through both earth- 
quake and tidal wave unscathed. 





the photographer. 





A Dollar Idea oa ¥ 


ANY photographers and art stores are featuring the new color 
photographs in their show windows. A novel and attractive 
night display can be made by mounting these photos as transpar- 
encies. The unmounted prints are sufficiently translucent so that 
the colors stand out clearly. The revenue it produces is small, but 
it puts more light into the window display and is a new idea to 
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Unique Applications of Electric Heat 





A Few Novel Installations in Brooklyn and the Danger of Wild Goose Chasing 





By NELLIE NEVIN, IN CHARGE OF HEATING DEPARTMENT 
Epison ELeEctric ILLUMINATING COMPANY, BROOKLYN, N. Y. 


NQOUIRIES for special applica- 
tions of electric heat in factor- 


ies and shops are numerous in 
large cities and occasional with 
every central station, but I do not 
believe in devoting too much time to 
this class of business. There are 
many instances in which the installa- 
tion of some particular device, is an 
absolute necessity, and when the in- 
quiry comes, suggestions should be 
made where possible, and aid given 
the prospect in securing what is 
best for his particular need. 

The customer most speedily con- 
vinced, however, is not always the 
most easily satisfied, and much time 
may be spent in doing work with no 
apparent result—work which when 
reviewed, seems but to show hours 
of wasted effort and nothing gained 
and yet upon the care and tact dis- 
played in handling, these very sit- 
uations, much often depends. But 
the majority of these inquiries are 
of such a character that the prevail- 
ing rate of current forbids our con- 
sidering them, and in many _ in- 
stances we find it necessary to dis- 
courage them, as the vast current 
consumption required to accomplish 
the work, would be entirely out of 
proportion to the results obtained. 

Here in Brooklyn the inquiries 
concerning this particular branch of 
the work are numerous and often 
ridiculous, and though it is not al- 


ways an easy matter to convince a 
man of the absurdity of his theory 
and still retain his good will, yet 
this is very often necessary, for 
while not absolutely refusing to do 
the work requested, we must con- 
vince him that though what he sug- 
gests may be possible, it is not prac- 
tical. And when a man insists that 
electricity is feasible for heating 
huge cauldrons and cites the princi- 
ple of the chafing dish as proof; to 
sustain the practicability of the lat- 
ter, while tactfully showing the ut- 
ter impossibility of the former re- 
quires time, effort and most of all, 
patience. 

The magnitude of some of these 
suggested installations is appalling, 
and it is always in such cases that 
the customer refuses to be con- 
vinced, therefore it is absolutely 
necessary for the salesman to be 
thoroughly familiar with every de- 
tail of a situation before attempting 
to handle it. By the slightest dis- 
play of ignorance concerning any 
question, he may be asked, he loses 
his argument and his prestige and 
leaves the customer dissatisfied, and 
not convinced. For example—con- 
sider the factory owner, who desir- 
ing to install electric radiators in a 
factory building with the customary 
floor space, and lofty ceilings, finds 
the central station representative 
ignorant of the degree of heat nec- 
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essary to keep a room of any given 
dimensions inhabitable, and the rel- 
ative cost of producing this result. Is 
he not justified in believing his the- 
ory to be a good one and his query 
worthy of more attention? 

That the uses of electricity as in- 
dustrially applied are unique and 
many is proven by the following 
cases, which in addition to their pe- 
culiarity, are but the exception to 
the rule, and I am sure were we so- 
liciting industrial work, we would 
never have considered these places 
as possibilities. 

An amusing and interesting ex- 
perience was a call from a small 
dingy laundry where they employed 
no help at all, the owner being at 
once, washer, ironer and proprietor. 
He had in use the ordinary laundry 
roll for ironing collars and cuffs, and 
requested that an electric heater be 
installed in it. In view of the general 
surroundings, while admitting that 
it could be done, we endeavored to 
explain the great expense and long 
delay involved, but much to our sur- 
prise these facts proved no barrier 
to having the work done, and our 
estimated figure being accepted, we 
proceeded with work, had the heater 
installed, connected and left in run- 
ning order, and have since that time 
had no complaint, the customer be- 
ing perfectly satisfied with the re- 
sult. 

Another novel Brooklyn installa- 
tion is in a corset factory, though 
people little realize when criticising 
the grotesqueness of prevailing fash- 
ions, how much the application of 
electricity has had to do with mak- 
ing them a possible success. 


There was a time not long ago, 
when a stylish well-gowned lady 
gloried in the possession of curves 
as numerous as the cork screw, and 
the corset was responsible, being 
moulded in the curved manner then 
correct. Formerly after the cutting 
and sewing process was completed, 
the corset, a flat shapeless garment 
was saturated with a liquid dressing 
and laced about copper forms hav- 
ing the desired curves; steam then 
being forced through the mould, and 
the heat produced, drying out the 
garment, leaving it the shape re- 
quired. While used for many years, 
this was a slow, and consequently 
never a very Satisfactory method, 
but within the past few years, how- 
ever, the heat has been produced by 
electricity, the result obtained being 
far more satisfactory. Small porce- 
lain knobs are placed around the in- 
side of the form and used as binding 
posts, the wire running vertically 
from the top to the bottom of the 
form and producing the necessary de- 
gree of heat; a simple, yet successful 
and undeniably a most peculiar ap- 
plication of electric heat. 

Now, however, suddenly and to 
the dismay of the manufacturer, 
Dame Fashion decrees that the Lady 
3eautiful shall possess all the grace 
and symmetry ofa flag pole, so woe 
to the form with the curves. Simple 
though it seems the copper fort 
now cannot be made in America, and 
have to be procured at great expense 
from Germany. Waiting for this, 
would make the manufacturer too 
late for the season’s demand, hence 
the use of the thirteen pound flatiron 


with automatic handle and regula- 
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tor stand, whfch is pressing Milady 
into lines instead of curves, while all 
but a few of the copper forms recent- 
ly used which are kept in use for the 
sake of old fashioned trade, stand 


in solemn rows of idle waiting, seem- 
ing to proclaim, since history repeats 
itself—We wait for the call of the 
curve! 


It is a far cry from the “Divine 
Form” to the scenic artist, but I re- 
cently had a novel experience in in- 
stalling just plain electric stoves or 
disk heaters. 


This installation was made in a 
theatre used by a popular stock com- 
pany, where the weekly change of 
bill creates an ever pressing demand 
for new scenery, and the consequent 
cost of shipping to and from the 
studios and remodelling of scenery 
is more than the original value of 
the canvass. An artist is therefore 
employed who while one production 
is taking place, makes the necessary 
changes in the idle drops and side 
pieces for the production of the com- 
ing week. The paints and materials 
used for this purpose are kept in 
huge cans, similar in type to old 
fashioned milk cans, and when not 
in use, become thick and settled, 
making it necessary to apply heat to 
secure the desired consistency. 

Heretofore large gas stoves have 
been used for this purpose, but these 
being tabooed by the fire underwrit- 
ers, the electric heater is called upon, 
and the cans now rest on large elec- 


tric stoves having three degrees of 
heat. The artist tells me that this 
method is much more successful 
than the one previously used, the 
smell, grease and soot from the 
flame, as well as the danger of igni- 
tion having been eliminated, and 
the swift clean satisfactory result 
being greatly appreciated. He be- 
gins the melting process on the high 
heat and after the mixture has soft- 
ened to the required consistency, 
switches to the medium or low heat 
which keeps it just the right temper- 
ature, while he changes the country 
store to the drawing room, or places 
trees and vine clad cottages where 
a throne room has been before. And 
this is all made comfortably and 
practically possible by the use of 
electric heat. 

These few cases but serve to prove 
that the uses of electricity as indus- 
trially applied, are ingenious and 
that many electrical devices are used 
with success, under conditions quite 
unforeseen by the manufacturer. 

But the most important thing for 
the central station man to remember 
is that there is no virtue in helping 
a customer waste money. Reware of 
the heating installation with several 
hundred dollars monthly revenue. 
It doesn’t sound economical and ex- 
travagance helps no one long. It is 
quite as important to avoid imprac- 
tical and therefore undesirable ap- 
plications of electric heat as it is to 
develop the many that are safe and 
profitable. 
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A Dollar Idea 


By C. H. Thurling, Chief Solicitor 
Edison Electric Illuminating Co., Brooklyn, N. Y. 





XPERIENCE in Brooklyn has clearly demonstrated that there 
are psychological times when the central station proposition 
makes its strongest appeal to the merchant and householder. 

We have found that greater success attends the solicitation for 
the equipment of building and stores for light and power at the time 
when the building is first erected or particularly when alterations 
are in progress. The Brooklyn Edison Company is supplied by a 
bureau with information in regard to all building operations, wheth- 
er it be the construction of new buildings or simply alterations. Full 
data is provided us, so that we know in each case, the extent of the 
construction underway and the character of the work. Representa- 
tives of the company immediately get in touch with the owners and 
use all efforts to develop a central station load. 

We find that owners of property are more easily influenced at 
such a time, not only to wire new houses, but to install additional 
outlets in buildings alreaay connected. No matter how strongly 
they may be interested in the various conveniences which our repre- 
sentatives may suggest, the fact that it will entail the tearing up of 
the premises is, in a great many cases, an insurmountable obstacle. If 
alterations are going on, however, this element of opposition is en- 
tirely removed. 

Of course, in smaller cities and towns, it probably is impossible 
to secure such an information service as we have in Brooklyn; at 
the same time, this information may always be secured either from 
the city department or from the individual carpenters, plumbers 
and building contractors. If the central station will co-operate with 
the building trades to make it mutually advantageous, it should 
always be possible to secure advance information and get in touch 
with the prospective customer at the time when he is most easily 
influenced. 

















A Shirt Factory Installation 


Electric Irons Used Exclusively in a Bridgeport Plant 


VERY central station heating 
salesman has argued the mer- 
its of the electric iron with 

the laundry man andthe manufactur- 
er of clothing and contended that 
the fact that his business is “differ- 
ent”, need not prevail. Here is proof 
sufficient—An installation of 200 
Simplex electric irons has recently 
been made in the Star Shirt Factory 
in Bridgeport, Conn., where central 
station current was already em- 





Installation of 200 Elect 


ployed for driving the sewing and 
button hole machines and operating 
electrically heated ironing rolls. The 
success of the hot rolls and a limited 
use of hand irons was so thoroughly 
satisfactory that it was decided to 
adopt the electric iron exclusively. 

The accompanying illustration is 
reproduced from a photograph of the 
equipment in use and is worthy of 
study. 

The mains are run on the ceiling 


of the floor below the ironing room, 
the wires being brought up through 
the floor through conduit cord sup- 
ports. On each is installed an out- 
let box, in which is placed the plug 
switch, controlling the iron. At the 
top of the conduit support is an 
arm arranged with a double spring 
so that the operator can use the 
iron any where on the table and the 
cord is held up out of the way. At 
the end of the arm is a porcelain con- 





ric Irons, Bridgeport, Conn. 


nector to permit the iron being read- 
ily disconnected. These cord sup- 
ports are a great improvement over 
the flexible cords laying on the table 
or suspended on a string or elastic. 
Moreover, it is well nigh impossible 
to operate two irons on the same 
table unless such provision is made 
to prevent the cords from  tang- 
ling. 

The row of tables on the extreme 
left of the picture operate only one 
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iron, the other four rows of tables, 
however, are equipped with two dif- 
ferent styles, a 5% pound round 
nose iron for flat work and a 4 pound 
round nose smooth face polishing 
iron, or glosser as it is termed, for 
ironing the wrists and collar bands. 

The irons are installed with auto- 
matic regulator stands so arranged 
that every time an iron is set on the 
stand the current is reduced about 
33 1-3%. 
been demonstrated that these regu- 


From a careful test it has 


lator stands are saving in this fac- 
tory about 30 kw. per hour, or 270 
kw. daily on a nine hour run. In 


ironing shirts, on account of the 
folding and: pinning, the iron is on 
the stand practically 50% of the 


time so that the special regulator 
stands save the first cost in a very 
short time. It requires more heat 
to maintain an iron at a working 
temperature when going over wet 
goods than it does when the iron is 


standing idle on the stand, also, the 
reduction of the current while the 
iron is on the stand does not cool off 
the iron but allows it to remain at 
a working temperature not allowing 
it to get too hot, which would be the 
case if the regulator stands were not 
employed. 

This is perhaps the most com- 
efficient installation of 
electric irons in the country, and in 


plete and 


the eyes of the shirt manufacturers, 
The 


item is of such importance that the 


its chiefest virtue is cleanliness. 


factory has been located in the resi- 
dential section of Bridgeport that it 
might be free from all dust, dirt and 
smoke. Every garment when packed 
must be spotless and to this end, 
every possible source of dirt has been 
banished from the ironing room. 

The use of electric irons means a 
very considerable economy, for the 
rewashing of shirts is reduced to a 
minimum, 
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Putting Out Irons Via the Express 


Experience in Brooklyn Shows that this Agency Gives Better Results than the Horse 
and Buggy 


VERY man and every woman 

who has ever taken a horse, 

buggy, driver and load of elec- 
tric flatirons and made house to house 
calls, knows that deliveries will figure 
only about three in every ten houses. 
Either the lady of the house is out or 
she is indisposed, or there are other 
callers, or the children are sick, or 
perhaps she is simply not interested. 
The result is that a great deal of the 
demonstrator’s time is wasted in 
making these unprofitable calls. 

About a year and a half ago the 
Edison Electric Hluminating Com- 
pany of Brooklyn decided that it 
would be both more economical and 
more effective to distribute domestic 
irons by express. Inasmuch as a 
large part of a canvasser’s call is 
very often spent in simply persuad- 
ing the prospect to receive the iron 
on trial, they figured that if the 
delivery could be effected without 
taking any of the time of the demon- 
strator and the five-dollar-a-day 
transportation, the saving would 
more than cover the cost of express- 
ing these irons direct to the pros- 
pect. 

Letters were written to the cus- 
tomers stating that the iron was 
sent them on thirty days’ trial, and 
that a demonstrator would call in 
a few days to explain the device and 
its many advantages over the old 
method of ironing. These letters 
were placed in an envelope ad- 


dressed to the prospect, together 
with a circular with instructions as 
to how to connect and operate the 
iron, and the envelope was then 
packed in the box with the iron and 
the whole thing shipped by express 
to the customer, charges prepaid. 

This method of putting out irons 
has proved itself from the start, 
more efficient and satisfactory than 
the old. The delivery is assured 
in the large majority of cases, for 
the expressman calls with a package 
correctly addressed and_ prepaid, 
and it is with few exceptions re- 
ceived. Before it is opened the man 
is gone, and the offer of the com- 
pany is so thoroughly reasonable 
and courteous, that absolutely no 
offense can be taken. 

Moreover, when the demonstrat- 
or calls, she does not walk in like 
a peddler with a big package under 
her arm, but rings the bell, hands 
in her card and states that she 
wishes to see Mrs. Jones about the 
electric iron which was sent to her 
the other day. Her chances of see- 
ing Mrs. Jones are good. The iron 
is already there, and has probably 
been used, and if Mrs. Jones is at 
home the representative of the com- 
pany is pretty sure to see her even 
if she comes down merely to say 
that she does not want the iron. To 
meet the customer face to face is 
half the battle. Finally, as a last 
resort, if the prospect is determined 
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not to accept the iron, the demon- 
strator can tell her that she cannot 
take it with her, but will send for 
it and can urge her to give it a 
fair trial in the meantime. If it is 
allowed to remain for a week or so, 
there is always a good chance for 
it being retained. 

The main point, however, is that 
you get an iron into every house. 
When the first shipment was sent 
out in Brooklyn, they made the 
mistake of mailing the letter and 
the result was that a great many 
maids were instructed, that when 
the package came from the Edison 
Company to refuse it. When it ar- 
rives unannounced, however, with 
no charges, it is received and opened 
by the lady of the house, who pro- 
bably asks her husband when he 
comes home that evening, “Did you 
order an electric iron from the Edi- 
son Company ?” 

But the part played by the ex- 
pressman is a most important 
factor as is evidenced by the experi- 
ence in Brooklyn. The first ship- 
ment sent out numbered 50 irons, 
and 20 of them were brought back 
by the expressman with charges of 
15 cents for delivery and 15 cents 
for return. In other words, it was 
worth twice as much to him if the 
iron was refused, and the driver 
probably rang the door bell at each 
place and said “The Edison Com- 
pany told me to leave this iron 
here. Do you want it?” Not under- 
standing a great many would say 
“No.” Of the second shipment 
more than half came back. 

A contract was then made with 


the express company whereby no 


charge was to be paid unless the 
delivery was actually made, and the 
15 cent rate applied to all addresses. 
Drivers were simply instructed to 
leave the package, securing the re- 
cipients signature and in case of dis- 
pute, saying that they were not 
allowed to take it back, but that if 
there should be a mistake it would 
be sent for. 

A separate delivery sheet is made 
out by the express company cover- 
ing each shipment of irons, and they 
are paid according to the number 
of signatures they have, turning in 
the undelivered packages if there 
are any. There have been very few 
mix-ups, practically no irons have 
been lost, and the service is in every 
way Satisfactory. 

The statistics show that for a 
given number of irons placed on 
trial, the net percentage of sales is 
slightly lower than where they are 
distributed by the demonstrator in 
person. The number of irons which 
can be put out by the method, how- 
ever, is so much greater that the 
final result is much better, on the 
same principle that it is better to 
sell 50% of ten customers, than 75% 
of five customers. Express costs 
about half as much as personal de- 
livery. 

The Brooklyn Edison Company 
is well satisfied with the. results 
from this system, and will continue 
to use the express company for the 
distribution of flat irons. The Pub- 
lic Service Corporation of New Jer- 
sey is at present trying it out in 
Elizabeth and intends to extend it 
throughout its entire central divi- 
sion. 
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Nemonstrating Before Societies 


HE hotel and _ restaurant 
keepers out in Denver have 

an association. The other 
night they were invited to hold one 
of their monthly meetings in the 
Demonstration Hall of The Denver 
Gas & Electric Company. An exhi- 
bition and demonstration of electric 
appliances of all kinds was given. 
Uses for power were explained with 
practical workings: carpet was 
cleaned with a vacuum cleaner; 
potato peelers, dish washers, and 
small machines of all kinds were 
actually operated and signs, good 
illumination, proper reflectors, new 
lamps, etc., were all explained. A 
good lunch was served during 
which the _ representatives min- 
gled with the guests, and an 
hour of good fellowship was en- 
joyed after the program. One hun- 
dred and twenty-one people who 
are large users of electricity were 
in one night educated to “new 
methods.” The effect has been won- 
derful; $100. to $1. spent has been 
the value of this work and the com- 
pany intends to extend an annual 
invitation to the same association. 
Such is the report from Denver— 
an old scheme worked anew and 
turned to good account. And the 
wonder is why this sort of thing is 


is 
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not a regular part of every central 
station’s publicity program. 

In every city there are associa- 
tions, clubs and organizations of 
men and women all of whom are 
already or may be interested in some 
phase of the central station service. 
There is more profit in reaching 
these people collectively than in- 
dividually for you not only want to 
talk to them, but you want to get 
them to talking among themselves 
of the advantages of the service and 
conveniences of electricity. 

We want to urge and impress 
upon our readers the necessity of 
following up in some tangible profit- 
able manner, the suggestions made 
through these pages by central sta- 
tion men who have learned by ex- 
perience and krow. 


Reading and nodding approval 
gets you nowhere and certainly will 
not justify our labors. 
magazine for ideas for your own 
use, and then use them. 


Search this 


as 
Catalog A vs. Bulletin 10 


OWN toward the bottom of 
a manufacturer’s advertise- 
ment you very often read— 
“Send for Catalogue A” or .““Write 
for Bulletin 10” or “Address Depart- 
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ment K.” 
important that line is to the pub- 


Did you ever realize how 


lishers of the magazine in which 
that ad appears? 

and when you 
SELLING 


That is the key, 


read one of the ads. in 
ELECTRICITY and are interested and 
Bulletin 10, the 
manufacturer takes out the slate and 
chalks 


for us. 


write in for that 


down one more home run 
And then when this bulle- 
tin comes, perhaps it is not marked 
No. 10 at all. 

It is a perfectly good scheme and 
the 


ufacturer does not pay us the money 


reasonable, for after all man- 
for the joy of seeing his name taste- 
fully displayed in type. He puts the 
ad in because he knows he will get 
his money back, and then a little 
more for profit, but he wants to see 
it when it comes and he wants to 
know it when he sees it. He keeps 
a record of eyery inquiry received, 
credits the keyed ones and appor- 
which unidentified 
And 


which 


tions those are 


pro rata. this record deter- 


mines advertising medium 
brings the best returns. 
That is his side of it. 


quite as important to you. 


Yours is 


Why do you read manufacturers’ 


advertisements? Because you are 
interested in the developments of 
electrical apparatus of every descrip- 
tion. If there is something new on 
the market which you can use in 
your own work, you want to know 


it and consequently you watch for 


it. The manufacturer supplies you 
and information, 
wise, practically unobtainable and 
you appreciate it. Now then, if you 
subscribe to a magazine because it 


with data other- 





interests you, and aids you in your 
work, is it not the more to your ad- 
vantage if the amount of pertinent 
selected advertising in that maga- 
zine increases? It costs you noth- 
ing, yet increases the value of the 
magazine to you. 

This is what it means to us.—The 
advertising pages in SELLING ELEc- 
TRICITY produce the money which 
enables us to secure and lay before 
you the news of the central station 
commercial world. The more adver- 
the greater our 
our 


tising we 
ability to 


carry, 
serve subscribers. 
There you have it. 

Remember this—Answer the ads. 
when they interest you, and when 
it says “Write for Catalogue K” do 
so, and help us declare extra divi- 
dends to subscribers. 


Oo 


Subscriptions for ‘‘ Dollar Ideas”’ 


AST June when we sent out 
the first call for Dollar Ideas 
we made this offer. 

“We will pay you One Dollar in 
Real Money, (if you are a subscrib- 
er to SELLING ELECTRICITY or give 
you a year’s subscription if you are 
not yet on the Band Wagon) for 
each and every honest Brain Throb 
that you send us. 

Provided :— 

That it with the Central 
Station Commercial Problem: 


deals 


That it is in your opinion a “good 
hunch”: 

That it is probably something 
which has not occurred to the rest 
of us: 
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That you have had sufficient con- 
fidence in it to try it out yourself: 

That it is reasonably young and 
healthy.” 

The other day we received a Dol- 
lar Idea from a central station man 
out west and it was one in a hun- 
dred, full of the breath of progress 
and worth a dozen dollars to any- 
body. We wrote the contributor, 
thanking him and congratulating 
him on the cleverness of the scheme, 
and as his name did not appear 
on the subscription list we sent him 
a receipt for one year’s subscription 
to the magazine in accordance with 
the offer. He wrote back and said 
that as his company subscribed for 
several copies which were circu- 
lated among the men, he would 
rather have the green cash dollar 
than the white slip. 

Now, we like to be generous and 
good fellows and all that, but in 
strict confidence, just between the 
whole world and ourselves, we un- 
fortunately have to mix our phil- 
anthropy with considerable sordid 
commercialism, and the Dollar Idea 
scheme was worked up to serve a 
double purpose. We wanted to 
bring out some of those gems of 
dormant genius which we knew 
were all ready to shine forth, and we 
also wanted to build up our circu- 
lation a bit, and saw no reason why 
instead of taking cash for these sub- 
scriptions and paying it out for the 
brain throbs, we shouldn’t swap 
even. 


Moreover, we want the man’s own 
name on the books~—we want the 
personal contact. The men who 
write for SELLING ELECTRICITY we 
know and they are friends of ours 
because we are working for a com- 
mon cause and because we can 
mutually aid. We know that they 
are doing a good work well, they 
know that we are striving to help 
them. We want to know every sub- 
scriber’s name and we would rather 
receive eight individual subscrip- 
tions any time, than a block of ten 
in the company’s name. 

We are working to help the man, 
and we want to know that man’s 
name. Moreover, we would rather 
see the magazine mailed to the sub- 
scriber’s home than to his office for 
at his home he has the time and the 
quiet and can think it over. 


vas 


In Explanation 


In our March issue, page 103, in 
an article entitled “The 1909 ‘Made 
in Hamilton’ Exposition” by Thom- 
as F. Kelly, Contract Agent, The 
Hamilton Elec. Light & Pr. Co., 
Ltd., Hamilton, Canada, it was 
stated in error that the Ontario 
Lantern & Lamp Co., Ltd., is a 
branch of the Canadian Westing- 
house Co. This statement was made 
inadvertently in the . correcting of 
proof. The Lamp Company is an 
entirely separate enterprise. 
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News and Reviews 


Fountain Pens by Electricity 


The first fountain pen plant in Canada 
has just been placed in operation by L. 
E. Waterman Co., the fountain pen makers 
at St. Lambert, Quebec. The plant is entire- 
ly electrically driven, the current being gen- 
erated on the premises. The generator is 
a Crocker-Wheeler machine. 


An Electrical Thermometer Sign 


Mr. H. H. Howell, of the Electrical En- 
gineering Company (Buffalo) is construct- 
ing for a Buffalo Drug Store, a large elec- 
tric thermometer sign. This sign which is 
simply a dummy thermometer will be oper- 
ated from a small thermometer below and 
will register the temperature correctly in 
electric lights. 


Larger Offices for Elmira Company 


The Elmira Water, Light & Railroad 
Co. has acquired the property next to its 
offices and will convert the new building 
into a large display room. The company 
is pushing tungsten lamps for store light- 
ing. There are 190 stores( of the 210 in 
the business district of the city) using 
electricity. One hundred and twenty-five 
of these 190 are using tungsten lamps. 


Mr. L. S. Montgomery Enters Jobbing Field 


Mr. L. S. Montgomery, late of the Mo- 
bile Electric Co., Mobile, Alabama, has left 
the central station field and has formed the 
L. S. Montgomery Company, jobbers of 
electrical specialties with headquarters in 
Atlanta, Georgia. 

Mr. Motgomery’s company is sales agent 
for the Federal Electric Company, Chicago, 
The Columbia Meter Company, Indianap- 
olis, Robbins & Meyers, Springfield, and 
several other large manufacturers of elec- 
trical apparatus. 


Royal Meat Chopper Moves 


On May first, the A. J. Deer Company 
of Buffalo, selling agents for the “Royal” 
meat choppers and coffee cutters, will re- 
move to Hornell, N. Y., where the Royal 
factory is operated by Bartz, Wygant and 


Brown. A four story office building is 
being put up adjoining the factory, and 
Mr. Deer will direct all the work of the 
twelve branch offices from Hornell. The 
two companies will consolidate and do 
business under the name of The A. J. Deer 
Company, Inc. 


Electric Autos in Rochester 


In opposition to the listless attitude of 
companies in many cities, The Rochester 
Railway and Light Company has adopted a 
policy of vigorous promotion of the elec- 
tric automobile. 

It installs a separate clock meter in pub- 
lic and private garages and gives a four 
cent rate on current used for battery charg- 
ing between the hour of 9.00 P. M. and 6.30 
A. M. It maintains a department for the 
inspection of batteries, employing a high- 
salaried expert who periodically inspects all 
machines free of charge. 

The attitude of this company is large- 
ly responsible for the fact that in Roches- 
ter one sees almost as many electric as gaso- 
line machines and the company derives a 
nice revenue from this off peak load. 


Fighting Snow in Denver 


On the night of Tuesday, March 16th, 
Denver, Col., was visited by a rather severe 
rain storm, which turned to snow. The 
following morning, the electric wires were 
heavily coated with snow, its weight being 
so great that much damage was done to 
telephone, street railway, police patrol, and 
electric light lines. Many poles, and wires, 
unable to stand the burden of snow, fell to 
the ground. 

Early in the morning Mr. Wm. J. Bark- 
er, vice president of the Denver Gas & 
Electric Co., engaged a number of auto- 
mobiles and many wagons, and held them 
in readiness until complete reports of the 
damage done, were received at the office, 
and then immediately dispatched line and 
trouble men to the scene of the break- 
downs. 


It was found necessary to visit a great 
many places in all parts of the city, and it 
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was therefore imperative to keep the many 
automobiles and wagons continually on 
the move. As the company was anxious 
to have all the trouble remedied as soon as 
possible, the men were not allowed to stop 
for either sleep or meals. A lunch wagon 
was equipped and sent on the fly to visit 
the busy crews; the workmen very greatly 
appreciating this attention, and were glad 
to stay with the work until all repairs 
were made. 

The daily papers complimented Mr. 
Barker on the emergency work, and the 
consumers appreciated the company’s effort 
in speedily resuming normal service. 


Commercial Activities in Sayre, Pa. 


The Sayre (Pa.) Electric Company is 
undergoing a “revival.” Mr. F. S. Nichol- 
son for sometime a contractor in Elmira, 
N. Y., was made general manager in No- 
vember last and things are now booming. 
The plant, which supplies the towns of 
Waverly (N. Y.), Sayre (Pa.), and Athens 
(Pa.), is being rebuilt at large cost. A tur- 
bine engine, utilizing the exhaust steam 
from the reciprocating engines is being in- 
stalled. This will increase the output about 
40%. 

Mr. Nicholson is pianning to hang on 
the three big stacks at the plant, a double- 
faced electric sign about 55 feet long with 
4 foot letters, reading “Electric Power 
Cheap.” This will be visible for miles, cheap 
power will also be boomed by illuminated 
billboards along the railroad tracks. The 
upper floor of the offices will be made into 
an “electric flat” of 6 rooms and bath. This 
will probably be a permanent feature of the 
offices. 

The company is signing up a lot of cook- 
ing business on a 2c rate (except during 
November, December, January and Febru- 
ary), making electric summer cooking 
cheaper than natural gas. Wiring for resi- 
dence tungsten lamp business is done on a 
30 days trial, that is, the company guaran- 
tees the prospect that his lighting will not 
be over a stated sum. The wiring is done 
by the company, the customer having the 
option of removing it after 30 days, if the 
lighting company’s bill is more than the 
guaranteed sum. If the consumer is satis- 
fied, he pays for the wiring. 


The company handles much of this busi- 
ness on a maximum demand basis, and 
power installations are made in much the 
same manner, on a 3 months’ trial. No 
charge is made for motors, or wiring unless 
the trial is satisfactory and no current 
charge during the 3 months above the guar- 


anteed suni. 


Company Branch Publication 

The company branches of the National 
Electric Light Association which have been 
organized by the employees of the Com- 
monwealth Edison Company, Chicago, and 
the Edison Electric Illuminating Company 
of Brooklyn have both begun the publi- 
cation of Bulletins. They are devoted to 
the affairs of the chapter and matters of 
interest to the company men. They con- 
tain no advertising and are supported by 
the respective companies. 


Electric Lights Operated by Burglar Alarms 

Although electric burglar alarms have 
been in use for a long time, their adapta- 
tion to the automatic operation of electric 
lights is a comparatively new application. 
With such a system, mentioned by the 
Edison Monthly, the opening of a window 
or door, in addition to ringing an alarm, 
automatically operates a switch that turns 
on the electric lights. 

The number of lights operated is option- 
al with the owner of the installation, but 
it is customary to turn on those on the 
lower floor and a number on the outside 
of the building. With such protection, 
residents can retire with the assurance 
that if a burglar tries to force an entrance 
he will not tarry when the various rooms 
and outside entrances suddenly become 
brilliantly illuminated. 


George Williams, Broker 


The latest news on Wall Street which 
pertains to the central station industry 
appeared in the Wall Street Journal re- 
cently as follows :— 

“George Williams, H. F. McConnell and 
L. G. Coleman have formed’ a copartner- 
ship under the firm name of Williams, Mc- 
Connell & Coleman, with offices at 60 Wall 
street, succeeding to the investment busi- 
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ness formerly conducted by Eglinton, 
Hammond & Andrews, at the same ad- 
dress. Mr. McConnell will continue in 
active charge of the business as hereto- 
fore.” 

Mr. Williams will, however, continue to 
give his entire attention to the commer- 
cial management of the Henry L. Doherty 
& Company properties as in the past and 
his entry into the field of finance will not 
effect his connection with public utility 
work. 

Mr. Williams has been for several 
months in Montgomery, Alabama, where 
he has been conducting a whirlwind cam- 
paign for the Montgomery Light & Water 
Power Company. 


Solicitor’s Handbook 

Three years ago, Mr. J. Robert Crouse, 
as head of the Co-operative Electrical De- 
velopment Association offered generous 
money prizes for a Solicitor’s Handbook. 
The prizes were to be awarded at the Na- 
tional Electric Light Association Conven- 
tion in 1907, but it was found that the 
task was so great that another year was 
necessary for its completion and the con- 
test was not closed until the Chicago Con- 
vention last year. 

It is announced that the N. E. L. A. is 
preparing and printing a complete hand- 
book of light, heat and power statistics and 
information compiled from the combined 
data contributed by the various contest- 
ants for the prize. It is being edited by 
Mr. Arthur Williams of the New York 
Edison Company and will be issued in 
bound book form. 


A Diplomatic Complaint 

A central station in one of the Central 
States recently received a communication 
from a customer, a lawyer, which read 
as follows: 

“Herewith enclosed I hand you check 
for $4.72 in payment of my electric light 
account with you. Your men were here 


the other day to test my meter, and possi- 
bly their test will have disclosed to you 
that this meter has been developing a 
wonderful burst of speed. With no evening 
work, with my office closed the latter part 


of the day a considerable portion of the 
time this winter, with only three electric 
lamps ever lighted, my little meter up in 
the dark closet has worked faithfully for 
you and apparently annihilated twice as 
many kilowatts as the meter I had last 
winter could do with six lights working 
full time. This is not meant in a spirit of 
complaint, but I feel that in a monopoly 
such as yours ability of such a high order 
should not be overlooked, and the sphere 
of usefulness of my little meter to your 
concern should be enlarged. I will be 
perfectly satisfied with a less ambitious 
one, and if you will only place the other 
where the number of lamps used are con- 
siderably in excess of mine, I am sure the 
exchange will be satisfactory to you from 
the dividend-paying standpoint.”—Electri- 
cal World. 


Electrical Cooking and Heating Devices for a 
Modern Hotel 

The Stanley Hotel at Estes Park, Colo., 
is to be operated entirely by electricity. 
The house, has acquired its own water- 
power, which at a distance of four miles, 
will provide enough electric power to 
supply not only all of the electricity for 
use in the hotel, but for the owner’s private 
residence and other cottages in Estes Park. 
Street lighting will also be supplied from 
the same source. 

The owner is determined to make his 
hotel representative of the latest ideas in 
applications of electricity, and has ordered 
a complete electric-cooking equipment for 
his kitchen; electric water heaters for sup- 
plying hot water for the baths, kitchen 
and laundry; electrically heated mangle 
for the laundry; flatirons, etc. When open 
for regular service this summer the hotel 
will be up to the minute in all of its elec- 
trical appointments. — Electrical Review 
& Western Electrician. 


Omaha Electrical Show 


The Omaha Electrical Association has 
organized an Omaha Electrical Exposition 
which will be held in the Auditorium May 
6 to 16th. The association is composed 
of the electrical men of Omaha and Council 
Bluffs. 
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Illumination 


A new electrical trade publication has 


—, 


made its appearance under the name o 
Illumination. It is non-technical and as 
stated editorially “illumination will be 
treated as a commercial commodity” with- 
out reference to any particular phase of 
the subject. 


Mr. Shuff Leaves Brooklyn 


Mr. Jesse Shuff, who has been for some 
time one of the sign specialists of the Ed- 
ison Electric Hluminating Co. of Brooklyn, 
and was formerly with the Union Gas & 
Electric Co. of Cincinnati in a similar ca- 
pacity, has left Brooklyn and taken a posi- 
tion in New Orleans. 


Denver Commercial Men Dine 


The Commercial Council, the selling or- 
ganization of the Denver Gas & Electric 
Co., Denver, Col., have just held a banquet 
at the Shirley Hotel in honor of their tenth 
anniversary. Thomas F. Kennedy, the su- 
perintendent of the sales department and 
the wit of the company, presided as toast- 
master. Mr. Frank W. Frueauff, “general 
manager” of the company, brought news 
of the fact that Mr. Henry L. Doherty, 
president of the company, had under con- 
sideration a very comprehensive plan of 
advertising Denver in the Eastern states. 
He said the plans were not entirely formu- 
lated, as yet, and that he was not at liberty 
to divulge them. However, it is believed 
to be a reciprocal arrangement among the 
200 or more companies in which Mr. Doher- 
ty is interested. For instance it is thought 
that a part of the plan is to place informa- 
tion about Denver in the advertising de- 
partments of every company in which Mr. 


Doherty is interested, which will be cir- 
culated with such advertising as is sent out 
among the people from time to time. It 1s 
figured that in this way at least three- 
fourths of the population of every city 
where Doherty properties are located will 
be reached with some Denver advertis- 
ing. This would be a splendid method of 
telling more than 2,000,000 people about the 
Denver climate and the inexhaustible re- 
sources of the state. 
Identifying Smiths 

Mr. Rodman Gilder, secretary of the 
Crocker-Wheeler Company, and General 
Producer of Publicity Inspirations for that 
company, keeps the trade papers at all 
times amply supplied with side lights on 
Crocker-Wheeler motors and matters 
The other day he slipped one through that 
is too good for any waste basket. 

It is entitled, 

IDENTIFYING SMITHS, 
and reads as follows :— 

Statistics show that 1.1% of electrical 
engineers are named Smith. That is, out 
of every 100 there will be a little more 
than one Smith. In the office force of a 
large corporation it often happens that 
there are so many Smiths holding posi- 
tions of responsibility that some _ special 
means must be taken to identify them 
The Crocker-Wheeler Company recently 
had considerable trouble at their main 
office, at Ampere, N. J., owing to the im- 
possibility of getting their delivery boys 
to distinguish between the many Smiths 
there employed. Almost invariably one 
Smith would receive papers intended for 
another. This difficulty has been satis- 
factorily solved by posting on the various 
bulletin boards the following :— 





IDENTIFICATION TABLE 


INITIALS DEPARTMENT COMPLEXION 
ire Engineering Dark 
\ fe 8 Ks Dark 
L. FP. S, Drafting Light 
R. W. H. S. : Light 
F. W. S. Laboratory Dark 
ES. S. Sales Sparse, mixed 





OF SMITHS AT AMPERE 


(N. B.—Shop Smiths will hereafter be numbered.) 


STATURE CHARACTERISTICS 
Short Snappy but smiling 
Long Handsome and melancholy 
Tall and stout Chubby and angelic 
Short Unshaved and grumpy 
Short and slender Very nervous 
Thin Wide eyed and serious 
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lowa Convention 


The Iowa Electrical Association holds 
its annual convention this year at Cedar 
Rapids on April 21 and 22. The letter of 
invitation to the electrical trade was 
original and “strong of pull”. After in- 
viting the manufacturers to send repre- 
sentatives to exhibit and explain their pro- 
duct the letter closes with this promise of 
good cheer:— “We will not ask you to 
donate anything, don’t want your money 
and will be glad to lend you some if you 
have such a good time that you need it, 
for we want you to be our guests. 

“The ‘Sons of Jove’ will have an open- 
ing and go through the sad rites of ini- 
tiating new members just as if they were 
having the time of their lives. The local 
entertainment committee is loaded for bear 
and you will enjoy the results of their 
efforts more than we dare forecast. The 
Weather Man has also been seen and 
‘fixed’ so that it will hardly be necessary to 
bring even a rain coat. 

“Do not forget the date and rest as- 
sured that you will find this Convention 
just a little bit the greenest oasis you 
ever saw in the Great Electrical Desert. 


Reduced Fare to N. E. L. A. Convention 

Mr. George F. Porter, Master of Trans- 
portation, National Electric Light Asso- 
ciation, announces that the Central Pas- 
senger Association has authorized a rate 
of a fare and three-fifths for round trip 
on the certificate plan, from all points in 
its territory to Atlantic City and return 
for delegates to the Thirty-second Con- 
vention of the National Electric Light 
Association, to be held June 1, 2, 3 and 4. 


Mr. J. K. Jones Joins the Wagner Co. 

Mr. J. K. Jones, formerly of the Trans- 
former Department of the Fort Wayne 
Electric Company has accepted a position 
in the Transformer Sales Department of 
the Wagner Electric Manufacturing Com- 
pany of St. Louis, Mo. 


Mr. Dow Talks to Wholesalers 


At a banquet held at the Hotel Pont- 
chartrain, Detroit, Mr. Alexander Dow of 


the Edison Electric Illuminating Co. of 


Detroit recently delivered an address be- 
fore the Detroit Wholesalers Association 
on the subject of ‘The Industrial Devel- 
opment of Detroit as Indicated by the Use 
of Electric Power. 


Niagara Illuminated 

Engineers are at work on a plan to il- 
luminate Niagara Falls this summer. Two 
batteries of lights will be used on each 
back of the river one of 12 projectors 
and one of 20 projectors with a total nom- 
inal candlepower of two and a half mil- 
lion. 

249 New Central Stations 

The new McGraw Electrical Directory 
of central stations shows an increase of 
249 in the number of central stations in 
the United States in the last year. 5264 
companies are listed. 


Much Tungsten in Minneapolis 


Minneapolis is said to be the second 
largest tungsten lamp market in the coun- 
try. In the last year the number of tung- 
sten lamps on circuit has increased from 
2,500 to 32,000. 





WANTED — Live, Experienced, New Business 
Manager for New England Company to take charge 
in branch city of 15,000. Also experienced solicitor 
for same teritory, to handle residence and commer- 
cial business. Address‘ 

“New ENGLAND,” care Selling Electricity. 


A COMMERCIAL MANAGER, now employed in 
city of 50,000 in this capacity, contemplates making 
a change. Thoroughly familiar with Illuminating 
Engineering, Sign and Power Business, Residence 
and Commercial lighting, and the Rate Question. 
Age 30 years and married. Has had five years 
active experience and will guarantee to get results. 
Address *“* REsu_ts,”’ care Selling Electricity. 


WANTED — Competent Solicitor to secure trade 
in light. power and water company plant. Propo- 
sition desired on percentage basis. Address 

lHE Massena E cectric Licut & Power Co. 
Massena, N. Y. 


AN EXPERIENCED CONTRACT AGENT 
desires a position as New Business Manager or 
Local Manager for an Electric Light Company. 
Can show record in developing commercial lighting 
and is anxious for an opportunity to produce. 

Address ° ‘Contracts.’ care Selling Electricity. 


WANTED — Solicitors in every city to sell A. & W. 
Electric Signs. It will pay you and your employer 
to co-operate. Write for information. 

THe A. & W. Evectric S16n Co. 
Cleveland, Ohio. 


ELECTRICAL ENGINEER, College man, 27 years 
old, now in charge of central station commercial 
department in Pennsylv ania, would like to change. 
Competent to organize new business department or 
build up power business. Successful record and 
references. Address 

ReEcorp, care Selling Electricity, 
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Flashing and Steady Burning B U Y B U c K EY E. 


ELECTRIC TUNGSTENS Now 
DISPLAY SIGNS| p_F.C_A-U-S-E 


Are Our Specialty 














Buckeye Tungstens are skillfully, carefully 
and honestly made. 


Buckeye Tungstens are long of life and 
constant in service. 

If you are after something original along 

these lines consult us. We assist Central 

Stations in selling Electric Signs. 


Haller Sign Works (Inc.) 


319 South Clinton Street 


Buckeye Tungstens are carried in stock at 
all of branch offices and agencies. 





BUCKEYE ELECTRIC CO. 
CLEVELAND, OHIO 


CHICAGO 























Selling Electricity 








Costs 8 1-3 cents a month—less than 
a cool drink—less than a good cigar. 
It gives you the ideas of central station 
commercial men who are doing things 








WHAT’S THE ANSWER: 














In writing to advertisers, mention “Selling Electricity.” 
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BENJAMIN 
TUNGSTEN 
CLUSTER 








Cat. No. 0335. For the Successful Use of Cat. No. 0435. 
16 in. Opal Refil.—18 in. Over All. 14 in. Opal Dome—18 in. Over All. 


The Commercially Successful Tungsten Lamp 


IXTURES have standard 12-inch stem of *%-inchiron pipe and %-inch brass casing, deep canopy, crow-foot, 
F special 6-inch deep holder, and either 16-inch flat opal reflector or 14 x 4%-inch opal dome. Clusters have knock- 
out bushing for attaching pendant switch. Outlets are at an angle of 16 degrees with the vertical, permitting 
the use of lamps as follows: 5-light. 40 or 60-watt; 4-light, 100-watt; 3-light, 250-watt. New style 40-watt lamps are 
shown. Standard finish is polished brass. Brush brass or dead black may be ordered without change in price. 


Write For Our New Tungsten Bulletin No. 3. 


Benjamin Electric Mfg. Company 


New York 42 W. Jackson Blvd., Chicago San Francisco 








A Popular Billiard Hall 
is a Profitable Customer 













It’s a short-sighted policy, as all progressive sellers of electricity know, to install an inefficient 
or wasteful system of lighting which only burns a short time each day when an economical and, efficient 
system would burn twice as many hours. 


THAT’S THE “WHY” OF THE 


BISSELL BILLIARD FIXTURE 


Economical and popular: up and out of the way: gives just enough light, properly distributed. No 
shadows — no bright spots on the table—no dingy corners—no glare in the players’ eyes— just clear, 
soft, even, well-diffused light— and twice as much for the money as the ordinary outfit gives. } And it 
costs no more than the cheap makeshifts you generally see. Make profitable and satisfied customers of 
the billiard rooms in your city by giving them good light and cheap light. 

Write for descriptive circular. You need it. 


F. BISSELL COMPANY, Toledo, Ohio 


In writing to advertisers, mention ‘Selling Electricity.” 





April, 1909 Selling Electricity Advertisers 














Pump 
Pointers 











YES. this is the same woman whois telling the story 
of the Hot Point Electric Iron to thirty million 
readers of the national magazines beginning with a 
full page in Collier’s Weekly, 


Hot Point Electric Irons 


will be advertised all summer in all the leading mag- 
azines, with full page advertisements. Why do we 
do it? 

Because we have an Iron that is right. 

But not to sell Irons direct to the user. 

Who will put out the Iron in your community ? 

??? WILL YOU FILL ORDERS??? 

Are you ready to take part in the first whole-heart- 
ed campaign ever put out for Electric Irons? Wiill 
you take your share of the business? 

And when you have decided—"* Yes’’—the thing to 
do is to act atonce. You know, quite as well as we 
do, that a good Electric Iron on your lines is the finest 
leveler and the best income producer you can have. 
The demand is going to come just as sure as can be— 
and we hope you will be rcady to fill the demand for 
Hot Point Irons. 


Order Your Samples Today 

The test is the thing that tells. Make a test at our 
Standard Iron. And, if you consider yourself strictly 
up-to-date, order an Automatic, deliberately overheat 
it and see it throw the switch plug clear of the socket. 

The special proposition on samples still holds good 
—we pay the delivery charges—you test the Iron 30 
days—if you decide to keep it, we bill you at the spe- 
cial sample price of $4.00 for Standard, or $5.00 for Au- 
tomatic, including express charges. Or if it happens 
that, for any reason at all, you do not care to keep it, 
you notify us and we give you shipping instructions 
and cancel the charge. The return charges are ‘on 


S. « 

Be sure and give voltage. Tell us how many Irons 
you expect to use and we will quote you our lowest 
quantity prices. 


Pacific Electric Heating Co. 


Main Office and Factory, 
ONTARIO, CALIFORNIA 
Eastern Office and Factory, 63-65 W. Washington 
Street, Chicago, Illinois 
Western Shipments Eastern Shipments 
From Ontario. From Chicago. 




















In writing to advertisers, 


Let us tell you how and where to sell 
electricity for pumping. ‘There’s profit 
in it if you go after it right. 


Remember, it is power load at lighting rates. 


‘Sanitary’ Pumps are low in first cost 
and economical in operation. They give 
continuous satisfaction, and require prac- 
tically no attention. “Sanitary ’’ Pumps 
meet every requirement for domestic 
water supply, and all types can be elec- 
trically driven. Get our data and 
prices. They will help you close a 
contract some day. 


Manufactured by the 


SANITARY PUMP CO. 


12 South Canal, Dayton, Ohio 


Manufacturers of Single and Duplex Double 
Acting Pumps, Deep Well Heads, Rotary Pumps 


“Selling Electricity.” 
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Manufacturing Company, St. Louis, Mo. 





Waener 
Single-Phase Ay 
Motor 


in Elevator 
Service 


The Wagner Company 
was the Pioneer 


in the development of the commercially 
successful motor of the single-phase type. 
For many years it was practically the 
sole manufacturers of this type and is 
today the 


recognized leader in the 


single-phase field. 


Central Stations need have no fear in adopt- 
ing single-phase distribution on account of 
possible elevator requirements. They can be 
taken care of in a manner entirely satisfactory 
as illustrated. 


Polyphase Generation with 
Single-Phase Distribution 


has become to be recognized as modern 
practice. An alternating current single- 
phase and polyphase motor specialists, 
we invite correspondence. 
dress the nearest office. 


Wagner, 


Please ad- 





Atlanta, Empire Bldg. 
Boston, 110 State St. 
Charlotte, N. C., Trust Bldg. 
Chicago, Marquette Bldg. 


Cincinnati, Fiist Nat’! Bank Bldg. 


Cleveland, New England Bldg. 
Denver, 1621 17th St. 
Kansas City, 815 East 12th St. 


Los Angeles, 326 S. Los Angeles St. 


Minneapolis, Security Bank Bldg 


Montreal, Bell Telephone Bldg. 

New York, 50 Church St. 

Philadelphia, Real Estate Trust 
Bldg. 

Pittsburg, Lewis Block. 

Portland, McKay Bldg. 

St. Louis, 6400 Plymouth Ave. 

San Francisco, Balboa Bldg. 

Seattle, Pacific Block 

Sioux City, 515-517 5ch St. 


a 


In writing to advertisers, 







Eye Comfort 


The best and most scientific 
method of lighting is the 
Eye - Comfort System of 


Indirect Illumination 
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Patents applied for 


Neutralize the reductions in your bills 
caused by the use of tungsten lamps, 
by introducing the Eye-Comfort Sys- 
tem. Requires approximately the 
same consumption of current in tung 
sten lamps as the old system used in 
carbon lamps, but gives your customer 


Better 
More Scientific 
and 
More Satisfactory 
Lighting 





A sample unit proves all our claims. Buy one and 
hang it in your home — you'll be an Eye- Comfort 


enthusiast in five minutes. 





Bulletin Tells Why. Write Today 


NATIONAL X-RAY REFLECTOR COMPANY 
Offices and Display Rooms 
241 E. Jackson Blvd. 
Chicago, Ill. 
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Quality not Price 
the Best 
Argument 


If mere cheapness were the main con- 
sideration in lighting, there would be 
no electric light. “There are many 
illuminants cheaper than electricity, 
but none so good. Similarly there 
are many fixtures cheaper than 


Enos Tungsten 
Fixtures 


but none so harmonious in design, 
none so conscientiously made, none so 
carefully calculated to give exact illum- 
inating results. In addition to these 
qualities 


Enos Tungsten Fixtures 
are Moderate in Price 


Central Station Managers, Contract 
Agents and Solicitors will find that 
ALL of their better class customers 
will welcome them. 


Carry Our Catalogue With You When Next 
You Call Upon a Particular Customer 


The Enos Company 
NEW YORK 


Write for Catalogue No. 10 
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EA Cratives 


ORTABLE lamps are the only 
kind a Central Station can 


handle with profit and success 
—those that combine 


Beauty and Simplicity of Design 
Quality and Care in Manufacture 
Fairness and Moderation in Price 


All these qualifications are found in 


Chapman 
Portables 


No matter what your past experi- 
ence has been with portables — no 
matter how satisfactory your present 
stock — get the CHAPMAN catalog. 
It will tell you about a popular, quick- 
selling, profitable line which ranges 
from the simplest to the most elabo- 


rate designs. Ask for Catalog A. 
The Chapman Mfg. Co. 


CRAFTSMEN IN GLASS AND BRASS 


179 Portland Street 
Boston, Mass. 


mention “Selling Electricity.” 
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Federal Special Signs | 


Perfect Execution of Unique Designs 











‘ 
‘he LEE 








Our complete equipment and staff 
of sign artists makes it possible for us 
to produce original and striking effects. 
Constructed of Porcelain Enameled 
Steel—glass fused onto metal—which 
makes the signs readable a great dis- 
tance away. An unusually effective 
form of advertising. 


Write for Bulletin No. 207 


Federal Electric Company 


Lake and Desplaines Streets, Chicago 


April, 1909 
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GEORGE B. SPENCER 


Advertising 
and 
Sales Counsel 


Suite 500 
42 East 23rd Street 
New York City 





Consultation—by letter, or appoint- 
ment, only 
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A 
Three-Bagger 


for the 


Westinghouse 
Nernst 


The three latest merchan- 
dising establishments to 
move back into the rebuilt 
downtown district of San 
Francisco: 


The White House 
O’Connor, Moffatt & Co. 
and 


Samuel’s Lace House 


have adopted Westing- 
house Nernst Lamps 
after having tested various modern 
systems and after having carefully 
studied such Nernst installations as 


The Emporium 
S. N. Wood Co. 
Hale’s 
Raphael’s, Etc. 


Send for list of stores in other cites that 
have adopted the Westinghouse Nernst 
system; also for bulletin on Westinghouse 
Nernst Chandeliers, an innovation in 
Incandescent Chandelier Lighting. 


Nernst Lamp Co. 


Pittsburg, Pa. 
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Have You Selected 
the Simplex 


Nickel Plated Household five 
or six pound 
lron 
For 
Your 

Coming Campaign? Highest 
Quality in every particular and the 
standard of excellence in design— 
finish—efficiency—quick heating— 
durability, now as it has been for 
years. 


“As Good as Simplex” 


is acommon phrase and you must 
have heard it often. Give your 
customers the Real Thing. 


Write tor Catalogue “I” 


SHEN LCRA HEIN 


Monadnock Block, Chicago 





“Selling Electricity.” 
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Selling Electricity Advertisers 
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The A. & W. Electric Sign Co. 


Toronto 


TORONTO, ONT. 
64-72 Farley Ave. 





CLEVELAND New York 


The Central Station: 
The Business Solicitor: 
The Merchant: 


Make it your business to get business and 
business will come. 


A. & W. 
ELECTRIC SIGNS 


Appeal to the real live ones because they are business 
getters for modern merchants and business boomers for 
modern stations. 


Many new and novel exclusive designed signs have 
recently been constructed which are only possible by the 
use of the new A. & W. flashing device. The accompany- 
ing cut of sign when in operation is a reproduction of a 
water fountain by electric bulbs. The bowl of fountain is 
produced by ruby lamps, the streams and drips by white 
lamps, and when in operation is a perfect reproduction of 
flowing water. Since January 1, 1909, five of these 
fountain signs have been installed, one in Cleveland, 
Rochester, Youngstown, Pittsburg and Erie. 


Many new moving attractions have been installed by 
the A. & W. Company recently, such as moving auto- 
mobiles, diving girls, waving flags, large steamboats in 
motion, sail ships on water, revolving balls, etc. 


Send for Special Designs and Catalogue. 


The A. & W. 
Electric Sign Co. 
The Largest Electric Sign Works in the World 


CLEVELAND, OHIO 


NEW YORK CITY 
1370 Broadway 





April, 1909 
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In writing to advertisers, mention “Selling Electricity.” 








